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CODE OF ETHICS 


e/ lational Retail Crceddl , Assoctalta 4é 


NATIONAL IN NAME - - INTERNATIONAL IN SCOPE 


To encourage the broadest use of consumer credit consistent 
with sound business principles and the welfare of the com- 


munity. 


To protect the interests of credit granters and customers 
alike by obtaining credit reports on all applicants for credit, 
by reporting to the credit bureau unsatisfactory credit ex- 


yeriences and by declining to sanction unsafe credit risks. 
y g 


‘To educate the public in the proper use of credit, as a rela- 
tion of mutual trust, and to the value of establishing and 


maintaining good credit records. 


To counsel and protect customers against the tragedy of 
going into debt beyond their ability to pay; to safeguard 
their credit standing by requiring payments according to 


agreement. 


Z~ To cooperate wholeheartedly with other credit granters in 


matters of credit policies and credit terms affecting the 








Pe ee Pe 





—— Crepe bi oF 


Inter Bure 
'ncoR rw Vv RM a TeESD ~ aie 


‘ Report No. | 
A Gacthild werort 


Roe Mr. John James Mary 
(Surname first) (Mr. or Mrs.) (Given name) (Wife's na 
| 2 RESIDENCE ADDRESS: 162 Pine Street Utopia Rose 


(Street number) (City) 


_ REPORT FOR: Credit Men's Association, Excelsior, Illinois 


(County) 


P How Long Date of Highest Terms Amount Amount 
Weede Line Selling Last Sale | Credit of Sale | Owing | Past Due 


Grocery 8 yrs. 2/ 6/44 | $ 80.00 Open $35.00 | $35.00 


Hardware 8/28/43 253.00 Install. 55.00 none 
3/ 2/44 22.90 Open none none 
4/ 3/44 115.00 Open 70.00 none 
| 2/16/41 174.00 Install. none none 
3/30/44 25.00 Open 14.25 none 
Bill for services rendered 3/16/40 paid in 6 monthly 
$50 each. Satisfactory. | 
Satisfactory checking account since 1935. No loans, 
Savings account moderate proportion and increasiy 
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1 15 Qpplicant reqarcdedci as 


How is Ipplica regarded bys duns ™ Highly reqardae id and 4s inv posse 


Grctbilt Crodit Report 


Your Credit Bureau can obtain the most reliable facts con- 
cerning your customer’s, client’s or patient’s paying habits for credit. 
The ledger records of other credit granters supply these facts. 

When opening new accounts or reopening inactive accounts, 
ask for FACTBILT Credit Reports first. They contain that most 
vital ingredient—the actual paying habits of your potential credit 
applicants. 
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“An Association of Credit Bureaus Since 1906” 


1218 OLIVE ST. is ee OO) OE hee a | OF 


The National Retail Credit Association donates this space monthly as a courtesy to its members of the 
Associated Credit Bureaus of America. 





me MANDEL 
am BROTHERS 


CHICAGO 


INAUGURATE SIMPLIFIED 
CYCLE BILLING 
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N September 15 Mandel Brothers, one of 

Chicago’s leading department stores, inaugu- 
rated Simplified Cycle Billing for all customers’ 
accounts. The functions of Credit Authorizing, 
Collection Control and Accumulation of Posting 
Media have all been centralized in the new 
KARDEX Unified Credit Record illustrated here. 
Retail Store Department, Systems Division, 
REMINGTON RAND, Buffalo 5, New York. 
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Accumulation of posting media with each customer’s Kardex Unified Credit 


Record for inclusion with non-descriptive bills. 





General View of the Kardex Unified Credit Record newly installed for Mandel Brothers, one of Chicago’s Leading Department Stores. 
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Eliminates month-end billing 


peaks vee provides better 


credit control... reduces 


Burroughs Pioneered 
Cycle Billing a 
iis imporant o depacimene woe = AMQUIries and adjustments 


executives that when cycle billing was 

first adopted—by utilities, oil com- 

panies and others—Burroughs pio- 

neered the development of new biiling 

machines for maximum production 

a this new billing method. Instal- 

ation experience over the years . 

brought a succession of machine im- reduces operating costs 
provements—all incorporated in 3 = ” 
Burroughs’ highly automatic cycle 

billing machines especially designed 

for department stores. Be informed 

on department store trends toward 

cycle billing. Know the operational 

details of the various cycle billing 

methods. Find out which is most 


adaptable to your particular billing 4 
requirements. Call your local Bur- 
troughs office, or write Burroughs 
Adding MachineCompany, Detroit 32. 


ADDING, CALCULATING, BOOKKEEPING AND CASH REGISTERING MACHINES 
NATIONWIDE MAINTENANCE SERVICE © BUSINESS MACHINE SUPPLIES 
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Two Ettective 


Colleetion Aids 


* * The new CREDIT BUREAU sticker shown 
on the left has been prepared as a companion 
p mph yt ly Aa - piece to the remarkably successful “Who’s Who” 
granter. Insert illustrated below. This sticker carries an 
As a cooperating member excellent educational message and should be used 
we furnish the Bureau a list 4 
of slow and unsatisfactory on accounts more than sixty days past due. If 
accounts. If your past due remittance is not received, the “Who’s Who” In- 
sert should be mailed two weeks to a month later. 


The Credit Bureau 


There is a Credit Bureau in 
this community that keeps a 
record of the manner in 


account is reported to them, 
it may affect your credit 


record. This combination will prove an inexpensive and 
our credit by pay- 


effective collection aid. 
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Guard y 
ing all bills promptly. 


* * DEBTORS ARE shown in 
this Tested Collection Insert, 
how their credit record is avail- 
able to all members of the 
Credit Bureau. They are made 
to realize that it will pay them 
to “pay their bills promptly” 
and thus maintain a good credit 
record. 


** IN SCORES of cities 
throughout the country, credit 
granters are effecting collec- 
tion of old accounts through 
the aid of this splendid Insert. 
Not only does it turn past-due 
receivables into cash, but it is 
an effective means of educat- 
ing customers to pay bills 
promptly. 

* * THE SIZE of both the 
Sticker and Insert is as shown. 
The Sticker is printed in blue 
ink on yellow gummed stock 
and the Insert is printed in 
green ink on goldenrod paper. 


* * TRY OUT a thousand of 
each and watch your collec- 
tions improve! 
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Only $2.00 a thousand 


SHELL BUILDING 
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We have YOUR NAME 

H H ee 5 33 

in this “Who's Who 
As a member of the Credit Bureau we are 
called upon to report, at frequent intervals, 
the credit standing of our customers. This 
report is available to every merchant or pro- 


fessional man who is a member of the Credit 
Bureau. 


Your account with us at the present time is 
PAST DUE. To maintain a good credit rec- 
ord, you should make a payment NOW or 
arrange for an early settlement. 

Customer’s Name 


Firm Owed 


Beleese $.......... Past Due $ 
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Using Letters to Get the Job Done 


Carl Wollner 


OW, MORE THAN EVER, letters are 

getting a job done that would normally 
require personal contact. When such personal 
contact is not practical or possible nowadays, let- 
ters of the right kind can be made and are in 
many places being used to get a job done. 

Credit men and women, and their assistants, 
have never had as grand an opportunity as now 
to develop themselves to a higher degree of per- 
fection in the gentle but most efficient art of 
writing letters that get the job done. 

Even at the risk of being accused of being “preachy,” 
in order to be of service to readers of The Crepit 
Wor tp, I must make myself clear, and perhaps appear 
a bit rude in doing so. It’s worth it, if I accomplish 
the purpose of making credit folks conscious of using 
letters to get the job done. 

Recently we had a Credit Department meeting within 
our organization, as we frequently do. Especially now, 
when with some new help we need to get our ideas 
across from the management standpoint and help Pan- 
therize the folks who have joined us more recently as 
against the old-timers who have been with us many 
long years. 

At this particular meeting, A. B. Canning, a Vice- 
President of our Company, who deals mainly with sales, 
outlined some of his ideas on how to use letters to 
get the job done. Some of the points he made deal 
with selling and may not always be applicable to credits 
and collections. But because I consider them worthy 
of your use when applicable, I will repeat all these 
points here for our mutual benefit, especially since it 
has for a quarter of a century been my confirmed 
opinion that credit men should be salesmen. Certainly 
no outstanding credit man, to my knowledge, has ever 
made a notable success unless he had the salesman in 
his system. 


CARL WOLLNER 

President of the Panther 

Oil and Grease Mfg. Co., 

Fort Worth, Texas. He 

was a credit executive 

for many years before 

organizing the Company which he now heads. 
He is a charter member of the Dallas Retail 
Credit Men’s Association and was its first 
Vice-President. Many of our members will 
remember the excellent address on LETTERS 
he gave at our New Orleans Conference and 
Credit Sales Forum in 1942. 
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First, using letters to get the job done requires 
clarity. That means simplicity. Complicated letters 
are usually not read. If they are not read, they might 
as well not have been written. A speech that is not 
heard by one person in the audience, might as well 
not have been made, and was not made as far as that 
person is concerned. In many respects letter writ- 
ing is like public speaking. If you don’t speak up, 
what good is your speech? Even if one person fails 
to understand every word you utter, there’s that much 
effort wasted. By the same token, if your letter is too 
complicated and therefore not understood by the person 
you address, your effort is wholly wasted. Take no 
chances on that! 

To accomplish simplicity in letters, in order to get 
the job done, whatever the purpose of your letters may 
be, you must use short sentences. “These long drawn 
out sentences mean that when the reader gets to the 
end of one, he doesn’t remember what you said in the 
beginning, then how could he know what you're talking 
about at the end of a long drawn out sentence? Sacri- 
fice good grammar to the task of getting your thoughts 
across. Short sentences will do it. Long sentences 
never! ‘The importance of this idea cannot be over- 
stated. I started to say that credit men are particularly 
guilty of using too many long sentences. Perhaps all 
businessmen are guilty, more or less, of that offense. 
Let’s cut it out! The shorter the sentences, even with- 
out making grammatical sequence, the more easily your 
thoughts will go across to the person you address. Un- 
less they go across, you’ve accomplished nothing. So, 
cut out the pompous long sentences and get down to 
quick thoughts pointedly uttered and have them under- 
stood ! 


Use Simple Words! 


Some credit men (and credit women, perhaps) think 
they sacrifice dignity when they don’t use complicated 
words to express simple thoughts. Somehow they get 
an idea that, if perchance they had some college train- 
ing, they ought to let it crop out in the form of long 
and tedious words. ‘That’s far from being effective. 
As far as the North Pole is from the South Pole. Simple 
words help to write letters that get the job done. 
Simple words that anybody and everybody can under- 
stand. Simple words that a child can understand! Who 
are you that you should lord it over me by using words 
that I’ll have to look up in the dictionary? I’ve had 
a fair education and have a fair knowledge of words. 
Don’t try to cram your college days down my throat! 
Not that I’m trying to minimize the importance of 
college education. Far from it! But don’t make it 
obvious! Every one of the average ability of man feels 
that way. Respect that condition and beware of trying 
to be snobbish in words! 

Be specific! Don’t wander when you're trying to 
say something. Whatever it is, come to the point! 
That’s the only way to use letters to get the job done. 
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Ask for what you want. Say what you want the person 
to know. Don’t beat around the bush. Don’t use 
meaningless phrases of 1890 vintage. I was born in 
that year myself and didn’t get to write any letters in 
that year. But I’ve read a good many that were written 
about that time. We don’t write them that way any 
more. Just like we don’t ride around in horse and 
buggy any more. 

Second, using letters to get the job done requires 
the “you” element. You can’t talk about yourself and 
interest your customer or any other person unless it 
be your sweetheart or your wife, who are too charitable 
to be good critics. Any good letter writer knows that 
to write a letter to get the job done, you’ve got to 
talk about the person who gets the letter, not about 
yourself. You'll never be a good letter writer if you 
don’t remember that. The exceptions to this rule only 
confirm the rule. Unless you can put yourself in the 
place of the person who gets your letter, you'll never 
write a good letter as long as you live. 


Enthusiasm Begets Enthusiasm 


Third, using letters to get the job done requires 
enthusiasm. You can’t write a real good letter with- 
out abundant use of enthusiasm. Credit men are some- 
times reputed to be “dead pans” which may be true in 
some cases, but I’m happy to know that it isn’t true 
in many others. Many credit men I know are opti- 
mistic salesmen type of business folks. Others are the 
professional type of sourpuss, disgruntled with the 
world, thinking the other fellow has a better job and 
a better opportunity and all that sort of poppycock. 
Getting enthusiastic simply means putting your heart 
and soul into what you're trying to say or write. 
Enthusiasm begets enthusiasm. You can’t get your 
reader to be vitally interested in what you have to say 
unless you yourself are enthusiastic about it. This is 
so fundamental that pages could be written about this. 
And credit men, perhaps more than sales personnel, 
have a lot to learn about this most important phase of 
business. 

Fourth, if you can prove your points, by all means 
do so in order to write letters to get the job done. 
It isn’t always possible to do that. 
is possible, it ought to be done. Perhaps your reader 
has never seen you face to face. He may not know 
all about you as you know it yourself. 

Fifth, use examples to demonstrate, in letters that 
get the job done. Whenever and wherever possible, you 
should not fail to give examples, or illustrations to 
demonstrate what you're trying to convince your reader 
as a fact. What to you is a fact, may seem like hot 
air to your reader. To make it a fact to him or her, 
use examples that illustrate clearly. 

Good preachers use illustrations freely in their ser- 
mons. All good speakers do it. Only would-be’s do 
without them. A lot of value in pulling power can be 
added to your letters, whatever kind they be other- 
wise, if you'll remember this and use the thought every 
day in writing letters that get the job done. 

Sixth. Friendliness is essential in writing letters that 
get the job done. Now, more than ever before, 
friendliness is at a premium. ‘Too many folks are too 
busy to be friendly. No person engaged in business has 


But whenever it 


any right, from a business standpoint, or otherwise, 
not to be friendly. Someone has said that “to have a 
friend, you must first be a friend.” By that token you 
must be friendly in order to make friends. No business 
succeeds without friends. 
or woman. 


Neither does a credit man 
And I don’t mean friends in a personal 
way. I do mean friends in a business way. ‘There 
can be, and should be, a friendly note or trend in 
every business letter you and I write. If it can’t be 
there, the letter should not be written. You would 
not let a person leave your home, even a stranger, 
without a word of good-by. Likewise, you shouldn’t 
close a letter without a friendly note or trend. That’s 
essential in a letter that gets the job done, however 
different the method may be in various cases. 

If these thoughts of mine, spurred on by the outline 
Mr. Canning presented, help any reader of The Crepit 
Wor -p, I will feel that the time spent in putting them 
on paper will have been well spent. 

Credit men and women of America write thousands 
of letters daily. If into these letters is injected a note 
of optimistic salesmanship, their value will go up way 
out of proportion to the extra effort employed. 

I’ve been a credit man for a number of years. A 
good deal of my business training took place while | 
was a credit man. I consider that my foundation in 
business. And that other credit men and women through- 
out America may seize the present opportunity in busi- 
ness to help in a worthy cause of preserving and improv- 
ing the grandest of all ways of living, the American 
way of life, is my fervent wish. 


What Kind of Letters 
Do You Write? 


STREAMLINED 


LETTERS 


This 450-page textbook by Capt. Waldo 
J. Marra, formerly Correspondence Direc- 
tor, Bank of America, San Francisco, 
Calif., tells how to plan letters and get 
positive results . . . how to secure eye 
appeal through correct letter form... 
how to write credit, collection and adjust- 
ment letters . . . how to improve vocab- 
ulary. 


Price, $4.00. (A copy is included in 
subscription to our Streamlined Letters 
Extension Course costing $5.00. Write 
for particulars.) 


Order from 


NATIONAL RETAIL CREDIT ASSOCIATION 


Shell Building St. Louis 3, Mo. 
——_02.0——0605——05E1 
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The Thermo-Weld of Postwar Credits 


W.L. Bowen 


ODAY, we as a nation and as individuals 

are looking ahead with a spirit of confidence 
and hopefulness that has characterized Americans 
since Plymouth Rock. We are watching, work- 
ing and preparing for the day of Victory. 

On November 11, 1918, the world was striv- 
ing to preserve and make safe the world for 
Democracy. As I entered the machine shops of 
the Santa Fe Railroad at Albuquerque, New 
Mexico, early that morning as a machinist’s ap- 
prentice, I was told by the machinist with whom 
I worked, “Today you and I are to make a 
Thermo-weld on one of the big Mikado Engine 
chassis.” 

Naturally, I was curious and wanted to learn how 
to make a Thermo-weld. We hoisted the big engine 
above the chassis with huge steel cables and chains. We 
found a large crack in the frame over one of the sets 
of driver wheels. This was the crack we were to weld 
so the chassis would again be secure and safe to carry 
its load. Safe, for the performance of its duty in pull- 
ing long strings of freight cars in helping the war effort. 

Our next duties were to dress the cracked metal down, 
filing, sanding and buffing until it was cleaned of foreign 
matter. Then we filled the crack with soap and built 
a housing around the chassis at that point, leaving open 
a space large enough to permit us to pack wet sand 
firmly around the space adjacent to the crack. This 
procedure required nearly fifteen hours. As the sand 
was packed in we left a small crevice about the size of 
the crack in the chassis. 


The Melting Pot of the World 


When this was done we began heating the welding 
metals. The molten hot liquid metal was later poured 
from the melting pot. We finished our job after 
twenty-four hours without stopping. The TThermo- 
weld then cooled for twelve hours before the sand 
could be cleaned off and the weld itself dressed and the 
chassis and driver wheels reassembled, before the engine 
would again be ready for further duty. 

While we were preparing the weld, about midnight, 
we heard shots and people shouting. We did not learn 
until going off duty that, “The Armistice had been 
signed.” Again today, we are working on a much 
greater “Thermo-weld.”’ One which will make the 
world secure for the duties expected of us. 

America has been dubbed “The melting pot of the 
world.” We as a people have learned to put our 
shoulders to the wheel and “get the job done.” We have 
faced the anxieties, the joys and the emergencies with 
a firm conviction that we will do whatever is necessary 
to preserve our way of life. 

For the present we have many restrictions, many 
sacrifices. Homes are no longer intact. Families are 
scattered to the four corners of the world. Populations 
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have been shifted. Workers have changed their loca- 
tions and jobs. Farmers are planting and harvesting 
new, different and more crops. Business concerns have 
sacrificed help, merchandise inventories are less. New 
products are being made and sales are mostly for or in 
connection with the war efforts. Credits are restricted 
and people are paying cash more than ever before. 
Bonds for Victory are being purchased. All this and 
whatever more that may be necessary for the winning 
of the war, we shall gladly do. 

When the war is won and our armed forces, defense 
workers and persons connected directly with the war 
efforts are demobilized, our populations will again be 
shifted. Shifted away from defense work, from train- 
ing camps, from war fronts. Industry will of necessity 
have to be retooled for civilian production. 

When this long awaited day arrives we shall then 
have to hoist the engine of destruction caused by the 
war. We shall have to examine carefully the entire 
chassis of the world. There will be numerous places 
to weld; weld back into security of the days of peace 
to follow. We shall examine the structure for each 
tiny flaw and crack, build a housing around it and weld 
it ever so carefully. 

The welding of the world from war to peace will 
require a reappraisal of the credit structures of business 
as well as individuals. Consumer buying will be in- 
creased. New houses will be built. New furnishings 
needed. Automobiles will be manufactured and released 
to replace the cars which no longer afford adequate 
transportation. Airplanes will play a greater part in 
postwar days than before. 

With the changes in residence, the new homes to be 
established for the returning armed forces and the 
civilian requirements increased, there will be a greater 
demand for credit. The greatest credit era known to 
mankind will be’ ours in which to participate. 

Credit reporting agencies and bureaus should at this 
time take inventory of their ability, needs and _ files. 





W. L. BOWEN has been 
with The Texas Company, 
Denver, for fourteen years 
during which time his 
position was Assistant 
Credit Manager. When 
the Credit Manager was called into service he 
was placed in charge of the Credit Department 
for the duration. Prior to going with the 
Company he was with Sears Roebuck and Con- 
tinental Oil Company of Denver. He is a grad- 
uate of the Westminster Law School of Denver. 
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Will they be ready to furnish accurate, complete and 
adequate information to the creditor? Will the records 
in their files tell the creditor what the debtor’s position 
has been through the period of war? Will they analyze 
his position and ability to complete his credit requests 
in postwar days? 

Credit Managers will need these and many other 
facts to evaluate properly their postwar credit applica- 
tions. 

In the postwar credit experiences we shall have to 
evaluate many new and important factors. Will the 
debtor have the fundamentals of credit, Character, 
Capacity and Capital? In the case of individuals will 
the question arise as to how large were the debts sus- 
pended under the relief act? How long will it take to 
retire these debts after the war? Will the individual 
return to a job comparable to or better than that which 
he left when he entered the service? How about the 
defense worker? Will he be able to readjust his mode 
of living from the high wartime income to peacetime 
level ? 

In making this readjustment, will he have saved some 
of his high wages to help him in this period? Or will 
he expect his creditors to help him make this readjust- 
ment? Have the income taxes been suspended or paid 
currently? If they have been suspended how much 
will be owing the Government for back taxes? 

In the case of a business concern we shall have to 
consider whether or not they will have to replace 
equipment which has not been available during the war. 
Is their equipment adequate to care for peacetime de- 
mands? What provisions have been made for these 
replacements or additions? What is their labor situa- 
tion? Have any reserves been set up to take care of 
renegotiation? We can no longer consider the capital 
or income structure at its face value. We must con- 
sider that the Government has the first claim on all 
earnings of both the firm and the individual. 


Full Cooperation 


As credit people we have considered Character, Ca- 
pacity and Capital the fundamental basis of credit ex- 
tension. Sometimes, perhaps we have overlooked other 
very important bases of credit. 

Cooperation. We must have the cooperation of the 
debtor ; we must have the cooperation of our salespeople ; 
in fact, we must have the cooperation of every person 
involved in each credit transaction. 

Cooperation can be given by the debtor by supplying 
information readily to his creditor as to his financial 
position. If he has had credit difficulties, be frank to 
discuss them. A Credit Manager would rather have 
the facts at first than to develop them later. When 
borrowing money from banks it is necessary to reveal 
the financial structure and ability to repay the loan. 
When seeking credit why should individuals or firms be 
reluctant to tell the Credit Manager of his finances? 
It is much easier to work out credit problems when all 
facts are known. Also the Credit Manager can render 
invaluable cooperation to his debtors, especially concerns, 
in counseling with them as to procedure for following 
their own accounts properly; suggesting certain changes 
in capital structures. For example, the accumulation 
of cash reserves for replacing equipment, machinery, fix- 






tures and for payment of taxes or other emergencies and 
obligations that arise. Credit Managers may even sug- 
gest certain records and the keeping of them that will be 
of great help to the debtor. 

If the debtor’s accounts receivable are too high for 
the capital structure, cooperation should be had in the 
reduction of them. The Credit Manager is at all times 
ready and willing to cooperate with the debtor, and in 
doing so he is not necessarily interfering with the 
debtor’s business, but is earnestly trying to help the 
debtor make his position more secure. 


Confusion. There must be no confusion of the facts 
involved in the credit structure. The salesman trying to 
secure a new account should not try to confuse his 
Credit Manager with the amount of business to be de- 
rived, which will offset the ability of the customer to 
pay for what he purchases. 

Securing the Facts 


The salesman should secure as many facts as possible 
and impart these to his credit Manager when he com- 
pletes the application for credit. The salesman should 
not consider his Credit Manager unfair and incon- 
siderate when he requests more information or financial 
statements. 

Courage. The Credit Manager must have the cour- 
age to refuse credit when the facts clearly indicate the 
risk is not desirable. He must have the courage to state 
why he considers it not desirable. He must have the 
courage to insist upon further information when he is 
not in possession of adequate facts. He must have the 
courage to insist that he be furnished with financial 
statements, even though debtors may have refused this 
to others. 

Likewise the Credit Manager must have the courage 
to approve credit on borderline cases, when in his opinion 
the risk can be taken. He must have the courage to 
stand by his convictions even though much pressure may 
be brought to bear upon him to change his decision. 

Consideration. All facts pertinent to each credit 
transaction must be available for proper consideration. 
As a rule of contractual law, there must be consideration. 
Likewise this is a rule of every business transaction. 
Credit Managers should give and receive consideration 
of all and to all persons entering the credit contract. 
Credit Managers are constantly giving consideration as 
to how they may assist their sales departments improve 
their sales positions. Likewise they are giving considera- 
tion to their Treasury Departments, so that their losses 
in bad debts will be kept to a minimum. They should 
therefore be given support and consideration in their 
peculiar and trying position as “credit analvsts.” 

Courtesy. 
fairness. 


America was founded upon courtesy and 
Immediately preceding the war the world be- 
came somewhat selfish and common courtesy was many 
times overlooked. Today with the world at war, many 
problems are ours. It is the easy way not to be courte- 
ous. However, courtesy doesn’t cost a cent and it helps 
to overcome many obstacles. We must not lose our most 
priceless asset of courtesy. We must at all times be 
courteous, and in being courteous we can and will fulfill 
our destiny as a people and nation. 


(Turn to “Postwar Credits,” page 27.) 
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A Service That Pays Dividends 


Talley Kirkland 


ROM WHAT T have learned of the National 

Retail Credit Association, it seems to have 
developed along evolutionary lines. The late 
S. L. Gilfillan of Minneapolis was not only a 
charter member but was the first President of the 
N. R. C. A. In an address before the Silver 
Anniversary Convention in Spokane in 1937, he 
gave a most interesting firsthand story of the 
events leading up to the formation as well as the 
first quarter-century of progress of the N. R. 
ca 

At the time he entered credit work, there 
seems to have been something like seventy-five 
credit bureaus throughout the United States. 
Reports in those days were based on personal 
opinions rather than on facts. Cooperation be- 
tween competing mercantile houses was un- 
known. Information given on direct inquiry 
could not be relied upon. If the customer was 
“ood pay” the inquiry would be answered in 
such manner as to influence the other merchant 
to turn down the account. If the account was a 


bad risk, the merchant answering the inquiry 
would encourage the other to open the account. 


Cooperatiun Today 

With such conditions existing, it is a miracle that 
it was possible to organize the merchants into the co- 
operative group you have today. Credit men realize 
what their problems would be were it not for the 
progress made by those old-timers who incidentally are 
becoming more and more scarce at National Conven- 
tions. 

How was it possible to weld these jealous merchants 
into a coherent, cooperative group? According to Mr. 
Gilfillan, in 1905, about a dozen reporting agencies met 
in Rochester, N. Y., and formed an organization called 
the National Association of Mercantile Agencies. 

In 1912 the Mercantile Agencies invited a group of 
credit men to meet with them, and encouraged and 
assisted these credit men in organizing what they called 
the Retail Credit Men’s National Association. 

These credit men immediately established The Crepir 
Wor_p, which was published quarterly. I imagine it 
must have been a discouraging job at times, but it seems 
that from the start nice progress was made. It was in 
1918 that Mr. Crowder first started with the National 
Association as Executive Secretary. 

Then in 1921 the National Association of Mercantile 
Agencies and the Retail Credit Men’s National Associa- 
tion merged. Doubtless this amalgamation did both 
groups much good because the Association grew very 
rapidly for the next several years. In 1927 the name 
was changed to the National Retail Credit Association. 

The close association of the credit men and the credit 
reporting men must have been very beneficial to each 
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group where each could learn something of the problems 
of the other, and where their mutual problems could be 
studied and debated in a friendly manner. 

In 1930 it was deemed necessary to add another 
service organization to the National Retail Credit Asso- 
ciation and the Supervising Collection Department was 
born. But why a Collection Service Division? Did the 
credit granters want to keep for themselves and to them- 
selves the profits, if any, from the salvage of bad ac- 
counts? Did these credit granters want to exploit and 
oppress their very own customers who had experienced 
some financial disaster? Did these merchants want to 
create for themselves the ill will of those few customers 
who, through misfortune or indiscretion, had become 
unable to pay for merchandise purchased ? 

The formation of the Collection Service Division as a 
part of this great national organization was not to con- 
trol within limited channels the salvage of bad debts, 
but to set up an organization which could be educated 
and adapted to serve the needs of a discerning credit 
granter; a collection service whose policies, practices and 
methods could be educated, regulated and controlled. 

Now, in what way was it most practical to control, 
regulate and educate the manner in which their accounts 
were to be collected? Would it be by taking into the 
fold all collectors and reform the collection business in 
general, or would it be done somewhat like you would 
do if you were planting corn? You would not pick up 
the first few ears of corn you came to, but you would 
select with care the seed and take the kind of corn you 
would want to have reproduced. 

In the beginning there was selected the collection 
man in each community who would most likely be 
amenable to education and one whose service could be 
adapted to your own wants and needs; one who would 
consider your own good will and at the same time salvage 
the most possibie from your apparent losses and in 
keeping with the policies of your own firm. 

Now, how could this collection representative best be 











TALLEY KIRKLAND 
is a collection specialist 
in Atlanta, Ga. When he 
gave this address at our 
Milwaukee Conference, he 
was completing his term 
as National Chairman of the Collection Ser- 
vice Division of the Associated Credit Bureaus 
of America. He is second Vice-President of 
the Atlanta Retail Credit Association and has 
been a member of the C. S. D. Committee since 
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controlled? Should it be done through a National pro- 
gram of education or would it work best where there 
was a local contact and control as well as a national 
program of education? 

[ would not discount in the least the great values to 
be received from our National program of education, 
but there is no collection man amongst us who will not 
be responsive to his local merchants’ desires and needs. 
This is why the Collection Service Division member 
should be closely affiliated with your local credit asso- 
ciation unit. He needs your local cooperation, counsel 
and advice. You will profit to help him become more 
efficient and to encourage him, yes, demand of him, that 
he keep constantly in mind the high ethical standards 
our National Organization has set up as his rule and 
guide. 

Therefore, because of how our Collection Service Divi- 
sion came into being and as National Chairman, I feel 
that credit granters are entitled to a report of our 
activities. I also feel that I should pay tribute to the 
credit men and thank them for their share in making 
our Division what it is today. 

The credit bureau owes a duty to both the merchant 
and the customer to furnish accurate credit informa- 
tion promptly and efficiently. If the applicant for credit 
has the necessary “Three C’s,” then he is entitled to his 
merchandise without undue delay or embarrassment. 

To enable the credit bureau to furnish reports 
promptly and accurately, the merchants of the com- 
munity must and should promptly and efficiently relay 
this information to the credit bureau. If they don’t do 
this, then they are failing in their civic duty to all con- 
cerned. When the sale has been made, the creditor is 
entitled to his money strictly, in accordance with the 
terms of the sale. ; 

You can prove anything by homemade statistics, and 
according to such statistics it has been estimated that 
95 per cent of the people are honest. It might be safer 
to say that all people are honest, or think they are. 
But regardless of what this percentage may be, when it 
comes to collecting bad accounts, it is my opinion that 
far better results can generally be accomplished by pre- 
tending to think the debtor is honest even though his 
conduct may in some ways belie the assumption. 


No Substitute for Ethical Dealings 


Bad debt losses usually run well under one per cent, 
and collection men usually come in contact with the 
worst of a bad lot. Credit men know that our problems 
cannot be reduced to an exact, scientific formula, but 
there is no substitute for honest, straightforward, 
ethical dealings. Honest and ethical not only with the 
creditor but with the debtor himself. 

There is probably no business in America today which 
is subject to such a diversity of laws, rules and regula- 
tions as is the collection business. All of the 48 States 
have different commercial laws and practices, different 
methods of procedure, periods of limitation, interest 
rates, exemption rights, garnishment laws or no garnish- 
ment law whatever. In some states it is legally im- 
possible to force a man of average means to pay an 
Open account. 

Here is where the influence of our National Associa- 
tion and its program of education has helped us. It has 


brought together the best collection men from all over 
the country, and the insistence of the credit men, has 
helped these collection men to cut a new pathway 
through an old forest. They have really started studying 
their business. They have learned that although the laws 
of the 48 States may be different, human nature is 
pretty much the same wherever you find it. Since so 
many obligations are contracted solely on character, 
honor and reputation, it has been found that, given 
proper cooperation of the merchants and credit granters 
of the community, customers who are normally poor or 
bad risks can generally be persuaded to pay their debts. 
Collection men have learned from men from. states 
which have no legal redress or remedy that accounts 
can be collected without harsh methods or unsavory 
practices. However, you cannot always choose your 
weapons. 

No one method will be 100% successful all the time. 
The credit men have reduced the art of credit granting 
to a definite formula, the celebrated “THREE C’s,” 
Character, Capital and Capacity. All they need to do 
is to have the Credit Bureau furnish the information 
so they can apply the yardstick. The collection men have 
not done so well, although we do use three “C’s” of a 
different sort: CAJOLERY and COAXING with 
CONSTANCY. 

How Members Are Selected 

In the beginning the merchant owned credit associa- 
tion furnished the backlog of our membership and proba- 
bly still constitutes a majority. They are highly re- 
garded for their influence and stability, and you may be 
interested to know our present method of selecting new 
members. We prefer the collection man most closely 
affliated with the local credit association. 

Where the credit association or bureau does not have 
a collection department and cannot be persuaded to open 
one, we ask them to recommend to us the most repre- 
sentative collection man in the community, either lawyer 
or layman. When an application has been received, 
our investigation has just begun. This investigation is 
conducted through our St. Louis office and is quite 
thorough. The result of the investigation is submitted to 
the State Committee and the District Chairman. Should 
the State Committee decline the application, this usually 
ends it. If the State Committee approves the applica- 
tion, it is then submitted to the National Chairman. 
Should he be dissatisfied with it, the application is either 
referred back to St. Louis for further investigation and 
then voted on anew, or it is referred to the entire CSD 
Committee which is the governing body. 

You may think that these boys on the Committee, 
hundreds of miles away from an applicant, would ap- 
prove anything that was satisfactory to the State Com- 
mittee. I assure you this is not the case. I have seen 
applications turned down simply because the applicant’s 
collection rates were too low. Credit men and collec- 
tion men alike know that to render an efficient and 
diligent service there must be adequate compensation. 
They know that the average cost of collecting a dollar 
will run from about 25 to 34 per cent if proper service 
is given. Unless there is a margin of profit, the collector 
cannot long stay in business or he will not render an 
efficient service. In either case, we do not want him. 
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Credit men have learned that it is not wise to shop 
for a low collection rate, but that they should examine 
the net return. Low-priced merchandise is not usually 
the most serviceable. 

It has been demonstrated that there are many ad- 
vantages accruing to the collection man who works in 
close cooperation with the local credit bureau. Because 
of these advantages, he can and should have a higher 
collection percentage than other collectors. He has at 
his command a fund of information easily accessible 
through the credit file. This source will usually show 
where the customer works, what he earns, where he 
lives, whom he owes and how much. If a customer has 
left for parts unknown, there is usually some lead or 
clue which will enable him to be found when properly 
and intelligently followed. 

The war has done some peculiar things to our eco- 
nomic system. Some businesses have profited, others 
have failed and some have been barely able to stay in 
business. The collection business has been “scrambled.” 
By that statement, I mean that many of my client’s 
poor pay customers have gone to the other man’s town, 
and his have come to my town. This migration of 
people makes it all the more important that the local 
credit bureau be supported today as never before. Mem- 
bers of the National Retail Credit Association do not 
need to be urged to support their credit bureaus by con- 
tinuing to clear all applications, and the credit bureau 
needs all this derogatory information on slow and poor 
pay customers which they can have where there is 
proper cooperation with the collection member. 

Merchants can help themselves and the credit bureau 
by promptly relaying to the credit bureau their trade 
experience when requested. By doing this promptly they 
will greatly help the credit bureau to give inquiring 
merchants better service with less help. Where in- 
dividual merchants fail to cooperate with their local 
credit bureau, the whole credit structure is weakened. 

T. W. Walters, President of the Morris Plan Bank 
of Cleveland, in speaking of their credit bureau, said: 
“Tf we fail to show interest in its welfare and progress, 
we are neglecting one of our most valuable assets.” 
Although he was speaking of a merchant owned credit 
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bureau, what he said is equally true of the private owned 
credit bureau, which, after all, is serving the same 
purpose. 

This Service Division of your National Association 
You have had a 
voice in its formation to see that it would fill your 
wants and needs. 


has been set up to serve your needs. 


If your credit association or credit bureau does not 
have a Collection Service Division member, find out why. 
Help them to organize one if it is possible. If not, 
help them to persuade the outstanding collection man 
in your community to make application for membership. 

Many credit bureaus have found that a collection 
department is not just a necessary evil, but that during 
the times through which we are now going the revenue 
from collections has helped to keep the credit bureau 
open. 


A CSD Member in Every Town 


As previously stated, the credit bureau is the logical 
firm to have membership in the Collection Service Divi- 
sion because it can and should do a better job than 
anyone else. Our Division has wonderful possibilities. 
We are doing a good job now, but to do the things 
expected of us, we must have greater coverage. We 
want your help in securing this coverage. We want a 
CSD member in every town where there is a credit 
bureau. 

If the credit bureau and the collection department are 
separately owned, there should be complete reciprocity 
and cooperation between the two. Both will find that 
it will pay dividends to work closely together. 

Dr. Clyde W. Phelps says that the average American 
retailer loses far more from slow accounts than he does 
from bad debts. If this is true, then you might say 
that a slow account is a bad account. Dr. Phelps says 
that the expense associated with slow accounts con- 
stitutes one of the most important items in the total cost 
of doing a credit business. He illustrates the risk the 
credit man takes in trying to make up a loss on a slow 
account by continuing to sell. He cites the mathe- 
matical fact that if your profit is 5 per cent, then it 
will take $2,000.00 worth of good business to offset 
a bad debt of $100.00, which is, he says, a twenty-to-one 
chance. 

We have far to go and there is still much to learn, 
but it is believed that you will not find a member of 
your entire National Association who will not say that 
much progress and improvement have been made in the 
collection of retail accounts during the lifetime of this 
Division. And, with your counsel and advice, your 
continued insistence that each of us do our tasks in an 
ethical, upright and dignified manner, we shall continue 
to improve. 

I would like to thank the members of the National 
Retail Credit Association for those far-sighted men who 
set up this Collection Service Division and who cut the 
pattern for us and insisted that a different and distinctive 
type collection service be rendered. Those credit men 
who by their insistence caused the collection men affili- 
ated with us to study their business and to learn how it 
can and should be conducted in keeping with the reputa- 
tion and traditions of the finest merchants in the world. 


four 
loss | 
15,38 

TI 


more 


Mi 
and | 
They 


Fo 
bond 
the L 


Fo: 
war | 
man; 
also | 
makir 
persor 
and | 
memb 


Ga 
ized j 
percer 
Cities 
(3) t 
Unit 
to 25 
to loc 
Unit 
500,0( 
to the 
Canac 


In 
new 
and vy 
pin. 
Natio: 

Cor 
which 
May ; 
Clevel 
one ye 

Ma 
Reid 
details 


1 























wn 
rical 
Jivi- 
than 
ties. 
ings 
We 
nt a 
redit 


t are 
ocity 
that 





rican 
does 
t say 
. Says 
con- 
1 cost 
k the 
slow 
nathe- 
yen it 
offset 
to-one 


learn, 


ber of | 


y that 


in the § 


of this 
, your 
in an 
yntinue 


ational 
*n who 
cut the 
tinctive 
lit men 


n affili- | 


how it 
reputa- 
world. 
















National Membership Drive Under Way! 


PRESIDENT JOSEPH H. RIGGS has appointed National Director 
Harry F. Reid, Consumers Power Company, Jackson, Mich., General 
Membership Chairman for the current year ending April 30, 1945. 


We are glad to announce a net gain of 232 new members for the first 
four months of our fiscal year (June through Sept.) compared with a 


loss of 220 for the same months last year. Total membership is now 
15,382. 


The standing of the thirteen Districts and the cities reporting 10 or 
more new members follows: 


District 1—16 
Providence, 12 


District 2—30 
Schenectady, 17 


District 3—29 
Charlotte, 13 
District 4—12 
District 5—35 
Lansing, 13 


District 6—13 
District 7—47 
St. Louis, 11 
Bartlesville, 16 
District 8—39 
District 9—14 
District 10—84 
Victoria, B. C., 21 
Eugene, 18 


Portland, 15 
District 11—20 
District 12—60 

Baltimore, 10 

Johnstown, 13 

Pittsburgh, 22 


District 13—7 
Associate members not 
included. 

Membership prizes will be awarded at the 32nd Annual Conference 
and Credit Sales Forum to be held in Cleveland, May 22-24, 1945. 
They are: 


$50.00 War Bonds 


For reporting the greatest number of new members a $50.00 war 
bond will be awarded to the Sectional Chairman, District Chairman and 
the Local Chairman. 

$25.00 War Bonds 

For personally securing the greatest number of new members a $25.00 
war bond will be awarded to three individual committee members: (1) 
man; (2) woman; and (3) Bureau Manager. A $25.00 Bond will 
also be awarded to: (1) the President and Secretary of the local unit 
making the greatest membership gain on a percentage basis; (2) the 
person organizing the first local N.R.C.A. Unit for the current year; 
and (3) the Credit Manager and Bureau Manager for outstanding 
membership work. 

Gavels 

Gavels will be awarded: (1) to the first local N.R.C.A. Unit organ- 
ized in the current year; (2) to the local Association making greatest 
percentage gain in N.R.C.A. membership; (3) to local Associations in 
cities up to 25,000 organizing a National Unit of 10 or more members; 
(3) to local Associations in cities 25,000 to 50,000 organizing a National 
Unit of 15 or more members; (4) to local Associations in cities 50,000 
to 250,000 organizing a National Unit of 25 or more members; (5) 
to local Associations in cities 250,000 to 500,000 organizing a National 
Unit of 50 or more members; (6) to local Associations in cities over 
500,000 organizing a National Unit of 75 or more members; and (7) 
to the largest National Unit organized in the United States and in 
Canada during the current year. 


25,000 Club 


In addition, any member personally obtaining applications for three 
new National members will become a member of the “25,000 Club” 
and will receive a beautiful sterling silver membership lapel button or 
pin. The only obligation to continue as a member is to report one new 
National membership each year. 

Conditions are now opportune for a successful membership campaign, 
which will close April 30, 1945 instead of the end of our fiscal year, 
May 31. This is necessary to enable us to award prizes at the meeting in 
Cleveland. We hope to beat our best record for new members in any 
one year, which was 3,015 for year ending May 31, 1937. 

Make your plans now to participate in this drive. General Chairman 
Reid will announce the personnel of the membership committee and other 


details concerning the drive in the December CREDIT WORLD. 





SAVE 
MONEY 


with 
Burroughs Office 
Machine Supplies 


Find out today how you can have 
quality supplies delivered as you 
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Our Duties, Pledge, Request 


Mrs. Laura Geren 
HERE ARE MANY subjects that are vital to 


our organization at the present time; however, it 
seems to me that the most important ones are our duties, 
our pledge and our request. 

First of all, we owe a duty to our employers, especially 
now when there are so many upheavals and upsets in 
business. We need to be more alert, to be more patient, 
and to be flexible enough to take as well as to give. 
We have an opportunity today to make everlasting 
friends of the heads of the firms that give us employ- 
ment. We are also aware of the fact that we owe a 
duty to the new and inexperienced help. We must re- 
member that we were once inexperienced and needed 
friendly guidance. 

We have the splendid opportunity now to make life- 
long friends of the women, young and old, who are 
placed in our care. We owe a duty to each other 
because during these days of stress and strife, many of 
us are burdened with the cares that make the way rough. 
To practice kindness, thoughtfulness, courtesy, good- 
fellowship, and to show a personal interest in these peo- 
ple will lift us up to newer levels and bring us happiness 
in a new and easy way. 

Let us, therefore, sincerely pledge our very best efforts 
to assist the heads of our firms and to help untangle 
the many knotted problems that confront them. In 
doing this we will be able to smooth out the many rough 
places in our own lives. Perhaps never before in the 
history of the Credit Women’s Breakfast Clubs have 
we women had such a golden opportunity. When the 
world is running along smoothly, we can make the grade 
easily enough and have time to spare; but, when darkness 
shuts out the sunlight, when business is unstable and 
uncertain, we must pledge every ounce of our energy and 
best efforts. 

We want the message to go out that we need and 
solicit the help of the credit executives. We need them 
and their years of business experience. We cannot 
afford to isolate ourselves any more than any one nation 
can afford to pull apart and try to live alone during 
these days of life-and-death struggle. In unity there is 
strength. We want the help and the knowledge of the 
men that we may be better able to blend it with our 
efforts to round out a greater efficiency. We are facing 
many changes in business, and in credit plans. We 
definitely feel that we have discovered a way to be of 








When MRS. LAURA 

GEREN gave this address 

at our Milwaukee Confer- 

ence, she was completing 

her term as President of the Credit Women’s 

Breakfast Clubs of North America. She is an 

assistant in the Credit Department of the 

Boston Store, Fort Smith, Ark., and has been 

active in local and national credit women’s 
affairs for many years. 
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service in the field of our endeavor. We request the 
aid of those who can help us carry on such a worth-while 
profession. 

I have read our creed many times with a great deal 
of interest. If we live up to its tenets, we will reach 
the goal of success in our undertakings. / believe in 
the principles and purposes of credit women. This is 
something all of us should and must do if we are to go 
very far. We must saturate ourselves with these things 
so that we can be able to tell others about our Club 
and what it stands for. 

I strive always to become more efficient. lf we take 
this line in our Creed seriously, there is no power that 
can hold us down or keep us from going up. As we 
become more efficient, we are lifted up in our own estima- 
tion and get more genuine happiness out of our work 
and life. 

I move forward in the endeavor of credit. There are 
only two ways to go; forward and backward. There is 
no such thing as standing still. Let me admonish you 
to go forward in your endeavors. 

I protect the confidence entrusted to me. We women 
of this Organization are upon a high pedestal in that 
we are taken into the confidence of business executives. 
We are told the inside story of hundreds of people and 
we should protect and safeguard this information and 
appreciate the confidence placed in us. 

I am ready to give as well as take. We should give 
advice and consideration to those under us who are not 
sure of themselves. Kindness, patience, and helpfulness 
are very fine attributes. 

I cooperate universally for the welfare of credit. It 
is by and through us that credit can remain on the 
high plane that it now deserves. Our best judgment 
and careful thought and expression will reflect sound 
common sense in this regard. 


Loyalty to the Club 


I am loyal to my club in thought, word, and deed. Let 
us love our Club and attend the meetings regularly. Let 
us create in our minds a desire to help and inspire 
others. Let us never bring a stain upon the Club by 
any unethical or overt act that would cast a shadow. 

I am true to myself, my associates, and to my God. 
This is one of the finest lines in our Creed. We must 
be true to ourselves if we are to merit the respect of 
others. By being true to our associates we will create 
an atmosphere that will cause people to love us ‘and to 
have faith in us. I believe that human kindness can 
work wonders. We all have our troubles and our dark 
moments of despair. Then, let us be true, sympathetic 
and understanding. Let us be kind. We should be 
true to our God because He is everything. He holds 
our destinies in the palm of His hand. It is our privilege 
to be true to God. 

I maintain always, faith, vision, and courage. With- 
out faith we are as a tinkling cymbal. We must have 
faith in our fellow members and faith in ourselves to ena- 
ble us to make the most of life and its possibilities. Vi- 
sion is one of the important things in life. We must have 
vision to be able to see in our imagination, the progress 
that we wish to achieve individually and as a club. 
We must have courage to face each day with a smile. 
Will power, and self-determination are the necessary 
elements to generate courage. 

With our Creed, we are reminded of our responsi- 
bilities as members of the Credit Women’s Breakfast 
Clubs of North America. We must be a progressive 
example to the business interests of this Nation of 
opportunity. MWe must strive for the fulfillment of our 
Creed. 
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C. F. Jackson, Credit Manager, Famous-Barr Co., St. Louis, celebrates 50 years with store 


CLARENCE F. JACKSON was recently tendered a 
series of celebrations on the occasion of his fiftieth anni- 
versary with Famous-Barr Co., St. Louis. 

It was back in the “Gay Nineties” that Mr. Jackson 
joined the store as freight elevator operator. He was 
then promoted to delivery boy and as each new job 
opened up he proved to be the man to fill the bill. 

On October 3 the Associated Retail Credit Men and 
Credit Bureau of St. Louis, at their weekly meeting, 
paid a just tribute to him for his loyalty to high credit 
principles and sincere friendship. As a memento of the 
occasion, they presented him with an onyx base pen set 
inscribed, “To C. F. Jackson, 50th Anniversary, Credit 
Manager, Famous-Barr Company, St. Louis, October 
5, 1944, in appreciation of his friendship and loyal co- 
operation, by members of the Associated Retail Credit 
Men and Credit Bureau of St. Louis.” 

He was one of the five founders and first president of 
the Associated Retail Credit Men and Credit Bureau 
of St. Louis. He has been a member of its board of 
Directors since its establishment in 1914. He was Vice- 
President of the National Retail Credit Association in 
1916. The Association was then known as the Retail 
Credit Men’s National Association. 

On October 5 all of the credit executives of the May 
Department Stores, who operate Famous-Barr, ar- 
rived in St. Louis and tendered a 50th anniversary ban- 
quet to Mr. Jackson at the DeSoto Hotel, St. Louis. 
Below is a picture of the guests taken at the banquet. 
On this occasion they presented him with two fifty dollar 


war bonds and a beautiful floral piece. Mr. Oliver 
Farris and his accordion furnished the entertainment. 
The three Famous men attending, Messrs. Jackson, 
Meinberg, and Farris, represented 125 years of service 
with the Famous-Barr Company. 

On October 6, a dinner was given in Mr. Jackson’s 
honor by the Famous-Barr Co., at which twenty exec- 
utives were present. Morton May, President, presented 
to Mr. Jackson a beautiful Lord Elgin watch on which 
was inscribed, “Presented to C. F. Jackson by the man- 
agement of Famous-Barr Company in appreciation of 
50 years of loyal service. 1894-1944." Mr. May and 
Fred Salomon, Vice President, spoke of Mr. Jackson’s 
help and loyalty in building the Famous-Barr Company. 
An immense basket of flowers was received from his 
employees and a vase of dahlias from the National Re- 
tail Credit Association. 

Seldom in the life of one man do we find such a tre- 
mendous growth in credit sales flowing across the desk 
of a Credit Manager. From a small, almost unnoticed 
beginning in credit sales, to the largest institution west 
of the Mississippi, is no small achievement and a large 
share of this accomplishment is due to the well-managed 
credit office developed through the years under Mr. 
Jackson’s supervision. 

The National Retail Credit Association congratulates 
Mr. Jackson on his many years of service. We know 
his many friends in the United States join us in wishing 
him continued success and many years of good health 
and happiness. 












May Co., Denver; O. Farris, 
G. C. Driver, The May Co., 
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Mr. President, ladies and gentlemen of the conven- 
tion, I stand before you today for the purpose of pay- 
ing tribute, in my own small way, to the members of 
the National Retail Credit Association, and to their 
sons and daughters who are in the Armed Forces of 
America, Canada and Great Britain. 

I come to you with a feeling that no man, however 
great his oratory, could pay proper tribute to those men 
and women for the sacrifices they have made, are mak- 
ing, and will make, of which we are told but little, but 
which some people in our country appear to appreciate 
much less. 

Ten million Americans and their Canadian and 
British Allies stand today on the frontiers of eternity— 
on the battlefields of Europe, Africa, Asia, and on the 
islands of the Pacific. There, with them, our service 
members are maintaining the freedoms of the Bill of 
Rights of the American Constitution, which exemplifies 
clearly the freedoms of England, of Canada, and of our 
American Republic. 

We must not forget that the reasons for which our 
men and women entered this war were the preservation 
of the liberty and independence of their Nations. We, 
here in Milwaukee, are in a peaceful convention. They 
are in distant places, and many are subject to such strict 
and dangerous orders that within an hour or a day they 
may pass “through the portals of the West Gate” and 
stand in spirit life before the Supreme Judge of the 
Universe. We think of them as we assemble here. In 
the silent but profound depths of our own souls we pay 
tribute to their courage, their valor and the principles 
for which they serve. 

The objectives for which this war was declared were 
to them clear and definite. To some people, in the 
nations that I have mentioned, those objectives did not 
measure up to the altruistic hopes, to the personal ambi- 


tions, to the lust for power, of those propagandists who ~ 


have been working to change the forms of government 


COL. FRANKLIN 
BLACKSTONE § extended 
this tribute at our 3lst 
Annual Conference and 
Credit Sales Forum, Mil- 
waukee, May 16-18, 1944. He is Credit Man- 
ager, Frank and Seder, Pittsburgh, and Presi- 
dent of the Retail Credit Association of Pitts- 
burgh. He is a Past President and Director 
of the National Retail Credit Association. 
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under which our people lived, and the principles for 
which they thought they were going into war service. 

If you read the magazines and newspapers of today, 
and you listen to the radio, you will learn that in these 
countries which I have named, there is a powerful group 
of citizens or residents, who would change the objectives 
of this war from that of free and independent Canada, 
free and independent America, free and independent 
Great Britain, to one dominated by a super-world gov- 
ernment in which the far-off islands of the world, from 
every part of Europe and of Asia, would come to a 
World Council or Assembly, representatives to a 
world organization, whose very members would include 
the decisive votes that could make our country a cavil- 
ing principality; and Canada and Britain could be the 
same, not the free and independent governments that 
they and we were when this World War began. 


We Want No Super-World Government 
As an example, today, throughout America, the lead- 
ing men of a half dozen religious denominations are 
propagandizing their organizations for the purpose of 
leading them into such indefinitely defined political ac- 
tion as will elect Congressmen favorable to a super- 
world government, one that will eventually subvert 
American sovereignty to their kind of super-world gov- 
ernment which I have mentioned. Their project is 
ill-defined, and their evil intent to subjugate America is 
akin to teaching treason to our Constitution and our 
nation. 
Ladies and Gentlemen: 
America! 


that must not happen to 
We must not allow anyone to take such 
advantage of our absent soldiers! We must maintain 
here the independence and sovereignty of the United 
States. And in saying that I affirm that we have no 
aspirations to force Canada into our American Republic. 

There was a time from 1775 to 1777, when Canada 
was joined with the United States in rebellion against 
King George III, and Canadians at that time set the 
fires of liberty burning in their land; and even though 
they separated from us, that separation has become but 
a boundary line; a boundary line of peace and friend- 
ship; a peace that will continue so long as each of these 
countries is free; and I might even go further and say 
this, that had it not been for the actions of the one 
man, who later became the supreme traitor of the War 
of the American Revolution, Canada would even now be 
a part of the United States. I refer to the thievery, of 
which people knew so little excepting those who lived 
in Montreal, the thievery and disgraceful actions of an 
American General which made Canadians feel that the 
cause of American liberty had become merely a lust for 
piratical power. 

When Benedict Arnold stole the personal goods of 
the merchants and of many people, and looted the City 
of Montreal, Benedict Arnold killed in that country 
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the spirit of faith that had allied it to the cause of 
American independence. What Arnold did later to 
America is a matter of other history, known to every 
school boy. 


And now, as of today; who are the leaders of our 
four greatest Allied nations? Roosevelt in America, 
Stalin in Russia, Churchill representing the seven Com- 
monwealths of Great Britain, and Chiang Kai-shek in 
China. Super-world government propagandists place 
great faith in an unlimited continuance in office, and of 
the ability of those four leaders, but I warn you, Jadies 
and gentlemen, that within ten years the power, the 
personality, the ability to lead, and the good physical 
condition of those four outstanding men of today will 
be gone. In ten years they will be either dead or 
out of power! Then, who will speak for the soldiers, 
the sailors, and the military men and women of our 
Association and of our nations who are fighting for 
liberty, and fighting for the religions and the freedoms 
of a free world? 

Think of it! the decadence of the national leadership 
of one man in each nation! That is one thing that the 
stay-at-home propagandists have overlooked. Some of 
them advocate collectivism; some nationalization of in- 
dustry and production for use, not for profit; others shout 
for one world government. In collectivism, and many 
other kinds of “ism,” the idea proposed is that in mass 
control the State would be master of the individual. 
In their hope for power they claim that such a condi- 
tion is better for mankind than that the State should 
be the representative of the people. They misrepresent 
the fundamental principles of liberty. 


We Need Individuality of Human Soul 


I say to you, that in our own hearts and in our own 
beliefs, if you would have freedom in the future, you 
must not forget that the individuality of the human sou! 
must always live: and must never be suppressed! 

Our men and women in the Armed Forces are on the 
brink of eternity in the greatest cataclysm of life destruc- 
tion in the history of the world. Leading in that life 
destruction will be a great military campaign that will 
soon begin on the continent of Europe. Others will 
follow in the Far East. Our members in the Service 
are prepared. The least we can do is to give proper 
tribute to them. Let me read to you an article that 
recently came to my attention. It indicates the kind 
of leadership they should have, and we should have to 
preserve the freedoms of America, Canada and Britain. 

“God give us men to keep America free; 

Men whom the Just of office does not lure; 
Men whom the sfoils of office cannot buy; 
Men who have honor: men who will not Jie ; 

Men who are for Justice—Humanity—Liberty.” 

















ST 


Mr. President, two years ago at the National Retail 
Credit Association convention in New Orleans, I asked 
the assembly to rise, to face the flags representing 
America and our Allies, and to give a silent tribute in 
prayer to our men and women who are in the Armed 
Services, fighting the seven fundamental freedoms of our 
Constitution; the liberties of mankind. 


I now presume upon you again, Mr. President, to 
ask that those of you here who believe in God as the 
Almighty Father and Ruler who controls the destinies 
of mankind, to whom prayers should be offered for 
the success of our Allied cause in this war, and especially 
by us for the men and women of our own Association, 
I ask that you all arise, face the front, and for one 


minute give silent tribute and prayer to those who are 
in the Service. 
x@fe? 


Col. Blackstone extended the following remarks in a radio 
“Roundtable” on KQV, Pittsburgh, June 2, 1944: 


Nearly every day we hear on the radio and in groups or 
audiences, under the guise of world liberalism, many of the 
propagandists for a new world government promote the the- 
ory that it is the duty of Americans to rehabilitate the world: 
to make a great national sacrifice, putting away the Amer- 
ican flag. 

To sacrifice the American flag and the American standard 
of living would be dangerous to civilization. As a free and 
independent nation, we have the opportunity to do much for 
the world; as a small unit in a world government, America 
would have little or none. 

To those who have them, may I ask if your sons or daughters 
entered this war to defend America and protect the American 
way of life, or to prepare the way for a new World Govern- 
ment advocated by theorists and stay-at-homes who would 
crucify American liberty, tear up the flag of Washington and 
Lincoln, and most probably result in making America a back- 
ward, low standard nation cavilling under the control of the 
alien atheistic, the diplomatic, or the spagan? 

For many years to come, America must remain free and 
independent, collaborating fairly with Christian nations for 
peace and justice. Our American flag represents the sover- 
eignty of the people in whom all rights belong. After America 
became free and independent, the greatest advance in the 
standard of living developed throughout the world than had 
occurred in any two thousand year period in all history. 
Why would not the downtrodden people throughout the world 
look to the American flag as the true example of progress; of 
safety to the individual rights of man. To them the American 
flag is a vision of hope; on it the brightest spotlight of all 
time shows it to be the flag of freedom; the emblem of a 
nation founded on justice, built on the Rock of Ages; the beacon 
of life, of personal existence. To the conquered people, it is 
the flag of the nation believed to be strong enough to protect 
its own people; one that never cared for glory or pride, but 
has faith in the fundamental principles of virtue, liberty, inde- 
pendence, equality in justice, fraternity and peace. 

We of today’ must collaborate with the other nations who 
are now controlling our allied strategy in war, but we cannot 
afford to throw away our flag and our freedom or allow our 
destiny to be bandied about by little minds from little or 
distant nations; or be influenced by any guerilla leader from 
any minor tribe. Neither should we allow it to be done by any 
combine of clever diplomats who might want to control Amer- 
ica in an ulterior way through unequal representation in a 
league to enforce peace or control the world. We must win 
the war and the peace by all the might and power of 
America. To do it, America must be free and independent. 
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Instantaneous Credit 


C. B. Edwards 


ES, SIR—that’s it—Instantaneous Credit! 

How come? We, in business, are all issuing 
this form of credit. The novice saleslady, sales- 
man, credit manager, store manager and owner 
all are in up to their necks. This form of credit 
causes more losses in Wichita than all other 
crimes. The same, no doubt, is true in your city. 
What is it? Nothing more or less than cashing 
checks! The elements of credit—faith, reputed 
integrity, transfer of goods, confidence of future 
payment (of the check), honor—these things, as 
defined by Webster are all incorporated in the 
cashing of a check. The action is of instant verity. 
The check is the finality in the consummation of 
a cash sale. You do not have the advantage of 
the time element such as is allowable in a new 
credit sale. 

If the check is presented during banking hours, 
though such is often not the case, you can phone 
the bank upon which check is drawn. You may 
get a verification as to amount, minus a certifica- 
tion of payment by the bank, minus knowledge of 
correctness of signature, plus possibility of “stop 
payment.” Future television may obviate lack of 
knowledge of signature as between merchant and 
bank. Who knows? 

How are you going to combat the bad check evil? 
Follow a new but worthy trail laid down by your Gov- 
ernment under the guidance of two Secret Service men— 
Wilson and Hoover. How? Break down their find- 
ings! Do as we are doing in Wichita. Send local store 
cashiers and check Okayers back to school. A _ school 
conducted by your local Industrial Department of schools, 
by arrangement and help of your local Chamber of 
Commerce, plus aid from local Merchants Protective 
Association and the Police Department, plus an instruc- 
tor (someone thoroughly familiar with cashing checks), 
preferably from your local bank since study of counter- 
feits is included in the curriculum. 

In Wichita, we have virtually licked the counter- 
feiter. The bad check operator is our next assignment. 
Publicity is half the battle. Crooks--cowards that pre- 
fer crowds—men who rob you with a check, knowing 





heuahieeeeetieneel 


C. B. EDWARDS is Chief Teller of The 
Fourth National Bank, Wichita, Kansas. He 
is a numismatist of note and has conducted 
a school in Wichita for cashiers, credit man- 
agers, check-OKers and others on how to 
recognize counterfeit money and forged 
checks. He is a member of the American 
Numismatic Association and during the past 
several years has contributed several articles 
to BANKING, the official publication of the 
American Bankers Association. 
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you will not shoot them if you discover the check is 
We started 
our local fight on counterfeiters about seven years ago 
when counterfeit bills appeared daily. Today counter- 
feits are unheard of locally. Our local Police Depart- 
ment printed a booklet with my aid, and distributed it 
to “money handlers,” knowing the only way to have a 
thorough knowledge of good money in order to know 
bad money is by study and comparison. 


bad, this type of criminal fears publicity. 


Hot money passers began to by-pass Wichita after 

the word got around that we were on our toes, espe- 
cially after quite a few were apprehended, with from 
several bills in their possession up to those with thou- 
sands in counterfeit currency. 
Bank deposits 
Check artists thrive 
on crowds, haste, and novice help. The “rush act” is 
their specialty. All in all your best combative weapon 
is the stall act if you are presented with a questionable 
check. Leave the prospective customer standing alone. 
Take the check to some other department, out of his or 
her sight. Two thoughts, always present in the crook’s 
subconscious mind will immediately spring into action: 
“T will stay and bluff this thing out” or “I will leave 
now and save my hide.” The law of self-preservation 
generally wins out and when you return he has left, but 
not with your goods. Follow through at once by phon- 
ing local law enforcement officials, giving description 
and circumstances. The crook is probably in the next 
block. They, too, believe in the old adage “try, try 
again.” 


Wichita is a No. 1 war industry city. 


are overflowing. Business is keen. 


Sixth Sense in Cashing Checks 


Continually handling and cashing checks gives one a 
high degree in the development of a sixth sense, even 
to the “nth” degree. An unfailing intuition is developed. 
You can almost “smell” a hot check. At a glance the 
trained eye sees the date, amount, writing and numerals 
as agreeing, payee, endorsement or lack of one, and all 
present elements of negotiability. Bank tellers have ad- 
vantage of the signature file, but often your store credit 
man or Okayer does not follow through. He may have 
the customer’s signature on the credit application. 


One successful crook who could be stopped by now 
if businessmen throughout the country would compare 
signatures is the customer who brings in your own 
statement of account and wishes to pay by check, but 
makes the check out for a larger amount than statement, 


because “he wishes some spending money.” Be sure of 
signature on this check, or endorsement, if another’s 
check, providing you do not personally recognize him. 
He may have stolen John Jones’s statement from the 
mail box and represented himself as John Jones. It 
is being done continuously and quite successfully to 
date. This crook has visited Wichita with regularity 
and has stung one doctor three times. Over two hun- 
dred local store cashiers are now familiar (since school) 
with this crook’s game. 
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What shall I accept as positive identification of a 
stranger’s check and be certain the check is good? You 
got me there! There is nothing infallible about a check. 
Caution, good judgment, courteous inquiry (never the 
third degree method, the check and customer may be 
worthy; build, don’t destroy good will), these things 
often bring forth a quick definite answer. 

Here are two incidents of the “self-solving” type. A 
city lad presented a small check. Everything regular. 
Signature perfect. Yet the old subconscious, “always 
on guard,” fairly shouted “look out.” The lad noting 
my hesitancy told me to call the maker by phone, and 
gave me the correct number. The old subconscious 
said, “Call his bluff.” I did and as I phoned, the lad 
turned and ran. 

Again, another country lad presented an out-of-state 
check. I told him our bank rule was to have an officer 
OK such a check. In a few moments he returned, not 
with the bank officer’s OK, but he went out on the 
street and brought in a puzzled police officer, who said, 
“What in the world does this boy want?” Certainly 
the check was paid! Anyone who tries to get a police- 
man to OK a check is entitled to the benefit of the 
doubt. It was good! Circumstances sometimes quickly 
give quick decision as to worthiness of check. 


Value of Social Security Number 

By now, I can imagine you are thinking: “Why 
doesn’t he mention social security number or driver’s 
license? They are good for identification.” That’s 
what you think, or do you? Police have picked up 
check artists with half a dozen of each in their posses- 
sion. It is no trick to get them in almost any name. No, 
1 would rather lean toward draft classification num- 
ber, signed, showing registration board, home town, 
etc.; and for a woman, a ration card is better, but not 
much, since they can be secured by some member of the 
family and taken home for signature. 

It is well to jot down evidence presented on back of 
check or sales ticket, as a reminder of party should the 
check bounce. Especially important is some notation as 
to any physical characteristics such as facial blemishes. 
Clothing is too easily changed. I once asked a woman 
if she had any means of identification with her. She 
replied: “I have a mole on my left leg above the knee.” 
Perhaps she did but that would be of little use except 
possibly for police identification purposes. Make nota- 
tions somewhere; preferably on the check, else when it 
bounces the investigators will have no clue as often hap- 
pens. I do not mean every check but one you are not 
sure of being OK. If you will remember, it is almost 
always the doubtful check that returns. 
why you took it in the first place. 
scious ! 


You wonder 
Become check con- 
It will save you humiliation and your firm 
money. 

Always take currency “face up.” You may find that 
twenty dollar bill you took in a rush hour is worth 
only one dollar. Crooks take a twenty and a one dollar 
bill and split them. It can be done if you know how. 
The bills are then pasted together and skillfully ironed 
out. There will be a twenty on back of the first bill 
and a one on the front side. The other will have a 
one on the back and a twenty on the front. The crook 
has an investment of $21.00. He gets $40.00. If you 
are fortunate to take the bill with the twenty on top 





Handbooks for Retailers and Wholesalers 
(Committee for Economic Development, 285 Madison 
Ave., New York 17, N. Y.)—Declaring that whole- 
saling and retailing must be geared to a postwar expan- 
sion of production and sales at least one-third greater 
than in 1940, the Committee for Economic Development 
has issued a Handbook for Wholesalers and a Handbook 
for Retailers prepared for it by the Association of Con- 
sulting Management Engineers. Both handbooks stress 
the decisive importance of speedy distribution in main- 
taining high levels of postwar over-all employment. 
“All manufacture,” states the Handbook for Retailers, 
“ends in the retail sale... . The pull from new buying 
power in the public, and the push from wholesalers and 
manufacturers, will demand aggressje selling.” Can 
be obtained only through local C.E.D. committees. 

fT 2 @ 

Planning Postwar Products and Markets 
(Policyholders Service Bureau, Metropolitan Life In- 
surance Company, 1 Madison Avenue, New York 10, 
N. Y., 61 pages)—This new report, the fourth in a 
series of studies on postwar planning prepared by the 
Policyholders Service Bureau, analyzes the problems in- 
volved in securing a satisfactory postwar sales volume 
and covers policies for acquiring or developing an 
adequate variety of salable products, and marketing prac- 
tices. A copy of this report is available free to execu- 
tives who request it on their business stationery. 

kkk 

The Liquidation of War Production (McGraw- 
Hill Book Co., 330 W. 42nd St., New York 18, N. Y., 
133 pages, $1.50)—V-Day—the day of victory, and of 
the resumption of peacetime responsibility, will bring 
with it a crucial interval during which war production 
must be liquidated, peacetime production must rapidly 
get under way, and expansion must be initiated. How 
these matters are handled in the transition from war to 
peace will have a vital bearing on our ability to attain 
and maintain high levels of production and employment. 
A. D. H. Kaplan, the author, has analyzed in this book, 
the nature and scope of these problems that will con- 
front us. 








side or face, you lose nothing, but the party that gets 
the bill spent “bottom up” or the reverse side of the 
original twenty, loses $19.00, for his bill is worth only 
$1.00. The face side of a split bill is worth par, the 
back is worthless. This game is being worked now 
since counterfeits are taboo due to vigilance, paper and 
ink difficulties, and perchance labor shortage or loss of 
desire to make money the hard way. 

I have briefly outlined some of the things you will 
hear if you “go back to school.” You will get quite a 
surprise at the things people do when it comes to pay- 
ing checks. Get your little red apple and listen for the 
“bell.” You will learn something if you attend and your 
boss will be well repaid for the several hours off duty. 
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New ACB of A Research Director 


R. C. Ledgerwood of St. Louis has been appointed 
Director of Research of the Associated Credit Bureaus 
of America, to succeed J. Robert Miller, who resigned to 
take the position of Research Director of the Mortgage 
Bankers Association of America, Chicago. Mr. Ledger- 
wood received A.B. and M.A. degrees from Washington 
University, St. Louis and Ph.D. from the University 
of Illinois. He has taught at several universities and 
has done research work in the Illinois State Departments 
of Public Health and of Finance in Springfield, and for 
Curtiss-Wright Corp. in St. Louis. Mr. Miller was 
with the ACB of A for nearly four and a half years as 
head of the Research Department. We wish Mr. Miller 
every success in his new position. 


John N. Keeler Retiring 


John N. Keeler, Manager, Credit Reporting Company, 
Portland, Oregon, will retire on January | after twenty- 
five years of service. During these years he has con- 
stantly worked to raise the standards of reporting 
service and has been actively engaged in District, State 
and National affairs. He is a charter member of the 
Associated Credit Bureaus of the Pacific Northwest, has 
been a member of the Board of Trustees many times, is 
a past president, and is now Treasurer. During 1932- 
33, he was Chairman of the Service Division of the 
N.R.C.A., now the Associated Credit Bureaus of America. 
He has been a loyal booster of the National Retail Credit 
Association and we wish him many years of health and 
happiness in a retirement so well deserved. 


Louisville Association Elects 


The Retail Credit Managers’ Association, Louisville, 
Kentucky, at their recent annual meeting, elected the 


following officers and directors: President, W. H. 
Smythe, Stearns Coal Co.; Vice-President, Joseph Rus- 
sell, Levy Bros.; and Secretary-Treasurer, Carson L. 
Bard, Credit Rating Co. Directors: Mrs. Martine G. 
Harned, DuRand’s; Miss Henrietta Schumacher, Rodes- 
Rapier Co.; V. V. Burns, Sears, Roebuck & Co.; H. J. 
Crouch, Kaufman-Straus Co.; J. C. Kemper, Lincoln 
Bank & Tr. Co.; and E. J. Reichert, Hubbuch Bros. & 
Wellendorft. 
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Citation to CREDIT WORLD 


“For patriotic cooperation rendered in behalf 
of the War Finance Program this citation is 
awarded to the Crepir Wor.p.” So reads the 
citation recently received from the Treasury 
Department and which we proudly acknowledge. 
Signed by the Secretary of the Treasury, it was 
awarded for the consistent publication of ads to 
benefit the War Bond Campaign. 
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Coming [istrict Meetings 
Districts Three and Four (Florida, Georgia, North 
Carolina, South Carolina, Alabama, Louisiana, Missis- 
sippi and Tennessee) will hold their annual Conference 
at the Hotel Charlotte, Charlotte, North Carolina, 
March 12, 13 and 14, 1945. 


Help Wanted 


Crepir BurEAU MANAGER: Real opportunity for 
experienced Bureau Manager to act as executive assist- 
ant in one of America’s most progressive credit bureaus. 
In reply, state experience, marital status and salary ex- 


pected. Confidential. Address Box 4113, Crepit 
WonrLp. 


Credit Bureaus of Canada Election 

The credit bureaus of Canada met jointly with the 
consumer credit granters at the inaugural meeting of the 
Credit Granters’ Association of Canada held at Winni- 
peg, Manitoba on August 20 to 22. The Associated 
Credit Bureaus of Canada elected the following officers 
and directors: President, J. E. Shapland, Hamilton 
Credit Exchange, Ltd., Hamilton, Ont.; Vice-President, 
P. H. Laporte, Porcupine Credit Corp. Ltd., Timmins, 
Ont.; and Secretary-Treasurer, J. H. Suydam, Toronto 
Credits, Ltd., Toronto, Ont. Directors: Thomas 
Downie, Retail Credit Grantors’ Bureau, Ltd., Van- 
couver, B. C.; F. A. Matatall, Ottawa Credit Exchange, 
Ltd., Ottawa, Ont.; I. Bowman, Waterloo County 
Credit Exchange, Kitchener, Ont.; and F. E. Womer- 
sley, Credit Clearing Bureau, Winnipeg, Manitoba. 


Lt. William E. Bacon 


Lt. William E. Bacon, 26, was killed in action on 
September 20 in Germany, according to word received 
by his mother Mrs. Charles M. Reed. His stepfather 
is Charles M. Reed, General Manager of the Retail 
Credit Men’s Association of Denver, Colorado. Lt. 
Bacon, a graduate of Denver University School of 
Commerce, was employed by the Public Relations De- 
partment of The Texas Co., Denver, before he entered 
service about three years ago. Surviving besides his 
mother and stepfather are a sister and two half brothers, 
Corp. Walter L. Reed, overseas, and Tech. Sgt. Harry 
W. Reed, Hobbs, N. M. 








Pittsburgh Bank Promotions 
Charles W. Veatch, for many years Credit Manager 
of the Union Trust Company, Pittsburgh, Pennsylvania, 
has been promoted to Vice-President of the Company. 
Mr. Frederick Darrow was named credit accountant. 


For Sale 

CREDIT BUREAU in southern New England. 
Complete credit reporting and collection facilities. 
Reason for selling—other business interests. Address 


Box 4111, Creprr Wor .p. 
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“You have done a swell job in your editorial, What Is 
Your Responsibility? I am pleased to be able to obtain this 
type of educational material to be sent to our members. With 
new help in credit departments and the anticipated large 
number of small retail businesses to open up after the war, 
it would indeed be helpful to the credit bureaus if a similar 
educational editorial could be written by you about every 
three months until we are back to normal again.”—Harry P. 
Earl, Secretary-Manager, Associated Retail Credit Men, Salt 
Lake City, Utah. 

=<) 


“I recently saw a copy of your magazine and was 
impressed with its contents. Would you be good 
enough to send me information as to your subscrip- 
tion rates as well as a copy of a recent issue which 
I would like to show to my associates.”—-Maxime 
Meisell, Vice-President, The Reply-O Products Corp., 
New York, N. Y. _ 


“I have lost my copy of the August CREDIT WokrLD in passing 
it along to various executives of our company who were 
reading Industry Goes to War. 1 consider these articles from 
the speech of Ralph W. Carney, one of the greatest messages 
I have ever read and The Creprr Wortp deserves unlimited 
credit for publishing it for its readers.’—Charles E. Groff, 
Credit Manager, Ohio Edison Co., Springfield, Ohio. 


& 


“I was surprised to learn that anyone was ques- 
tioning the ‘Journeyings’ as they appear in The 
CREDIT WORLD. I heartily agree with one 
writer who stated this is one item that is generally 
read more than once.”—F. P. Scott, Credit Manager, 
Woodward & Lothrop, Washington, D. C. 


=<) 


“I have been very much interested in the articles contained 
in the August, September and October Crepir Wor tp entitled 
Industry Goes to War, by Ralph W. Carney. A number of 
my business associates have also been very much interested. 
It is our opinion that the articles have been just about the 
best thing in their line that have been printed.”—J. D. Daykins, 
Credit Manager, McCallum’s Department Store, Northampton, 


Mass. 
eS 


“It was a pleasure to study your educational 
course in ‘Retail Credit Fundamentals.’ It has made 
clearer to me the daily transactions which occur in 
a credit office and also I am now aware of why the 
credit bureau is so helpful to our business.”—Miss 
Dora DiLaura, Meyer Brothers, Paterson, N. J. 

=<) 

“You are certainly to be complimented upon your editorial 
in the October Crepir Wortp. Most of the leading credit 
managers of Dallas are doing the very thing you recommend. 
They have been very considerate in recognizing the diffi- 
culties that Bureau Managers have had to cope with during 
this labor shortage.”—J. E. R. Chilton, Jr., Manager, Merchants 
Retail Credit Association, Dallas, Texas. 


i 


“I want to compliment you on the fine appearance 
of the October CREDIT WORLD and the splendid 
articles, especially the editorial, ‘What is Your Re- 
sponsibility?” Articles of this nature help to build 
good will between the bureaus and the N.R.C.A.”— 
Harry F. Reid, Consumers Power Co., Jackson, 
Mich., Director, 'N.R.C A. 


a 


“After reading the first two instalments of Mr. Carney’s in- 
spiring speech, I eagerly awaited the final instalment in the 
October Crepir Wortp. I found it to sustain the high level 
which characterized the previous instalments. The message he 
brings is so vital at this time that I would like very much to 
obtain copies of the speech.”—R. L. Irvine, Assistant Credit 
Manager, Sears, Roebuck and Co., Chicago, III. 





OF RETAIL 


BUSINESS 


Conall by Research Division, National 
Retail Credit Association 








Sept.. I944 ws. 1943 


OLLECTIONS INCREASED 2.9 per cent dur- 
ing September; credit sales 1.0 per cent; and total 
sales 10.4 per cent, in 34 cities reporting in the United 
States and Canada as compared with September, 1943. 
Stores are beginning to reopen their credit departments 
and seek charge accounts again. In addition, merchan- 
dise is becoming a little more plentiful. 
Highlights of the monthly analysis are shown in the 
tables below: 
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Mighlights for Sept. 


34 Cities reporting. 
10,627 Retail stores represented. 


COLLECTIONS 
25 Cities reported increases. 
2.9% Was the average increase for all cities. 


10.9% Was the greatest increase (Corpus Christi, 
Texas). 


9 Cities reported decreases. 
5.0% Was the greatest decrease (Cheyenne, 
Wyo.). 
CREDIT SALES 
24 Cities reported increases. 
1.0% Was the average increase for all cities. 


15.0% Was the greatest increase (Cedar Rapids, 
Ta.). 


3 Cities reported no change. 
7 Cities reported decreases. 
5.0% Was the greatest decrease (Victoria, 
B. C.). 
TOTAL SALES 
31 Cities reported increases. 
10.4% Was the average increase for all cities. 
22.0% Was the greatest increase (Dallas, Texas). 
1 City reported no change (Bay City, 
Mich.). 
2 Cities reported decreases. 
2.0% Was the greatest decrease (Youngstown, 
Ohio). 
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No THAT the Holiday Season is approaching, 
WN many novelty ideas can be used in sending letters, 
pamphlets, and other material to customers. Reminders 
of the coming holidays are received much more recep- 
tively at this time of the year. This is particularly true 
when appropriate gift suggestions are made. 

Generally speaking, people are Christmas-card minded, 
and a greeting card to all customers, including service- 
men and women, is an excellent sales promotion idea, 
and will also promote goodwill. This year, particularly, 
retail stores need goodwill from their customers, for it 
has been a year of great stress to the public who have 
had to “carry the load” of annoyances, inconveniences, 
substitutions, and a general “breakdown’”’ in trained 
personnel. 


This Month’s Illustrations»——___________ >» 


Illustration No. 1 shows an excellent folder sent 
to all active and inactive installment account customers 
of the G. W. Robinson Co. Limited of Hamilton, Can- 
ada. The Secretary, T. E. Robertson, sent it in with 
a short note explaining that although it “has no direct 
sales value, we felt that it would contain a goodwill 
We fully agree regarding the folder’s good- 
will value but we also feel that there is definite sales 
value in its format and style. 

Inside the folder are several individual messages con- 
cerning merchandise offered for sale, and they are 
couched in terms of personal appeal—or in other words, 
they carry definite sales value. 

The Robinson Co. Limited is to be complimented 
upon its progressiveness in preparing and distributing 
the folder to its customers. 

Illustration No. 2 used by the H. B. Graves Co., 
Inc., of Rochester, New York, is a concise, well ex- 


value.” 


pressed, business-like collection notice card particularly 
adaptable, on account of its briefness, for a businessman 
or woman who has overlooked his account and who 
would appreciate being reminded that he owes a balance 
which is past due. Enclosing an envelope is a sales 
feature of this notice, for the enclosure removes one 
obstacle that oftentimes retards immediate action. In 
fact, many people prefer this type of collection notice 
because it is short, because it has “eye” appeal, and 
withal, because it is agreeably written. 

Illustration No. 3 is a letter used by the Pizitz Store 
of Birmingham, Alabama, and signed by Sam A. Ivey, 
Assistant Credit Manager. It is a letter that has a new 
approach to the problem of collecting overdue accounts 
from old time customers. That the letter was successful 
is proved by the results obtained. It was sent to twenty 
old time customers who had always been in the habit 
of paying when they felt like it. Mr. Ivey reports 
that “being old timers, we did not object too strenu- 
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ously. It proved, however, that we were definitely los- 
ing business because their accounts were frozen so often. 

“Out of the twenty letters, we received thirteen re- 
plies with a total cash return of $547.00 not to mention 
thirteen reinstated accounts. We received no criticism 
whatsoever.” 

The punch in this letter is delivered when it tells 
the customer in language that is polite and to the point 
that his credit record is in danger. 

Illustration No. 4 is a letter used by Kempner and 
Brothers, Inc., of Little Rock, Arkansas, and signed 
by Max Lichtenstadter, Manager of Credit Sales. Here 
again a new approach toward an old problem is used. 
In this case, the problem is that of “uncollectible” ac- 
counts which in many cases have already been “written 
off.” Every firm has this problem, and the ability to 
revise such accounts and get them to pay involves both 
good salesmanship and a keen understanding of human 
relations. 

The opening, following the salutation “Hello, Mrs. 
Jones” is natural and personal in tone. This is followed 
by a quick review of the facts dealing with the cus- 
tomer’s case, with emphasis on the positive statement 
that “we honestly believe that you will really be glad 
to hear from us again.” The customer is reminded that 
her long past-due obligation is just as binding now as 
it was when she bought her merchandise. Finally, in 
the same friendly tone used throughout the letter, ex- 
presses faith in the payment of the account due. 

Mr. Lichtenstadter writes that he has been using, this 
letter with splendid results on accounts that were more 
than four years old in paying, and on some accounts 
that had been ‘returned by attorneys as uncollectible. 
He says, “Each and every letter which accompanied 
either partial or full remittance was couched in the 
most appreciative manner. Our letters are followed 
up with regular monthly statements, and thus _ these 
accounts which are from four to eight years old are 
being revived.” 

Illustration No. 5 is a letter used by Hummel’s of 
Pottsville, Pa., and signed by F. W. Schimpf, Jr., Man- 
ager of Credit Sales. We have here a good example 
of a letter that has “eye” appeal. This appeal is 
worked into a seasonal goodwill collection letter. The 
opening of the letter is direct and personal, and then 
discusses’ the manner in which credit can best serve 
the customer. From there, it is a logical step to men- 
tion the past-due account and to urge its payment. No 
tice that the greeting symbolizes the season, and thus 
ties in with the illustration used. 
x*kxe &k€ekeaekeKeKRKARAKRAeKARARKRKAR EE 

Letters appearing in this regular monthly section of The 
CREDIT WORLD are selected for the ideas they contain as 
well as the manner of presentation. Although some may not 


be perfect from the standpoint of construction, etc., all have 
produced satisfactory results and deserve close study.—Editor. 
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OI vannso%s Men's Heberdeshery 
DEPARTMENT STORE Mm 


Little Rock, Arkansas 
CLUB PLAN ACCOUNT 


For customers who wish to make a down payment ‘ DEPARTMENT 


and spread the balance over monthly payments. 
Term: im accordance with Wartime Prices and Trade Regulatvons . bee “Ne STORE 








CHARGE ACCOUNT i : G=—® Hamilton Owned and Operated 
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Dear Mr. Good: Let's "Talk Turkey* — 


As a valued charge customer of ours, we are ig eo In this year of conflict we're more thankful than ever for 
~ these ‘ extremely interested in your credit record, the privilege of being Americans — thankful that we have 
. plenty for our tables — that we can live, work and worship 
ld are 4 We feel that you should know that in making “ as free people — that our homes still stand secure. 
‘ our regular report to the Credit Bureau, it i 
will be necessary to report your account six , , ] Your home means more to you than ever. And your good credit 
months past due, record is the one thing which makes it easy for you to make 
your home comfortable and beautiful. 








’ 
nel Ss of Whatever the reason, please get in touch with 
Man % us in the next few days. 

»y all- oe 


So, let's "talk turkey” about your account, too. By keeping 

r your credit good you'l] always enjoy special buying privileges 
] 4 Thank youl here at Hummel's, And the way to do that is to make your 

-xamp € payments promptly. Why not arrange to come in this week with 

PIZITzZ the payment which is now past due? 
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) . You'll be thankful for keeping your standing good, and we'll 
G: be thankful that you've proved to us you're the sart of 
. person who is always entitled to our credit coperation. 
S. A. Ivey 
Assistant ait Manager 
SaI/js Thanks a lot, 


— . Five A choad, po 


Manager of Credit S 
JUN 24 HUMMEL'S ... "Good Furniture” 
wad Pottsville, Pennsylvania 
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Collection Scoreboard 


September. 1944 « « *« «x «x September, 1943 
THIRTY-FIVE KEY CITIES CONTRIBUTE THESE FIGURES MONTHLY 


DEPARTMENT. STORES 


(Open Accounts) 


WOMEN’S SPECIALTY 
STORES 


DEPARTMENT STORES 


(Installment Accounts) 


MEN’S CLOTHING 
STORES 


CITIES 


Baltimore. Md 
Birmingham Ala 
Cedar Rapids Ia 
Cincinnati Ohio’® 
Cleveland Ohio 
Columbus. Ohio 
Davenport la 
Denver Colo 

Des Moines. la 
Grand Rapids. Mich 
Kansas City. Mo 
Los Angeles. Calif 





» Ky 

Lynn Mass 
Milwaukee. Wis 
Minneapolis. Minn 
New York N Y 
Oakland. Calif 
Pittsburgh. Pa’® 
Providence -R I 

St Louis Mo 

St Paul Minn 

Salt Lake City Utah 
San Antonio. Texas 
San Francisco, Calif * 
Santa Barbara. Calif 
Sioux City. la 
Springfield. Mass 
Toledo, Ohio 
Washington. DC” 
Worcester. Mass” 
Youngstown, Ohio” 


Regina, Sask 


Victoria, B.C 











©1944 figures not received at press time. 
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33.9/28 7 
Vancouver, B.C ' 16 44 1\422 
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COMPILED BY THE RESEARCH DIVISION” NATIONAL RETAIL CREDIT ASSOCTATION 


In the News 


% CASH BY CARD—Checks, Inc., is a fast-grow- 
ing Minnesota concern which markets a_ bondified 
postcard check that can be bought for the same fee 
as other types of money orders and mailed anywhere 
in the U. S. or possessions for a cent. Postcard checks 
are now obtainable at hundreds of banks and drug 
stores. Made payable only to the person to whom 
addressed, it is protected against tampering by federal 
postal laws. A news item in NATION’S BUSINESS 
for October, 1944, tells more about it. 


% CREDITS FOR PATIENTS—A new state-wide 
program for financing medical and dental bills, evolved 
after a three-year study by the Consumer Credit Com- 
mission of the Massachusetts Bankers Assn., and the 
state’s medical and dental societies, has just been 
launched by the Association’s member banks. A brief 
form must be filled out by the applicant desiring to 
pay his bill in instalments. After the services have 
been performed, provided the application has been ap- 
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proved by the doctor’s or dentist’s bank, the patient 
signs a special note form covering treatment costs.— 
Business Week. 

% NATION’S BUSINESS reports that the Ken- 
tucky Future Retailers Association held its first con- 
vention. A pioneer among state associations for 
young retailers, the association is a student-run or- 
ganization of high school boys and girls who, under 
the vocational training program of the public schools 
of the state, are receiving practical training in retail- 
ing while completing their high school work. 


% TO HELP FINANCE the repair or replacement 
of real or personal property in Long Island damaged 
or lost as a result of a recent hurricane, the Federal 
Reserve Bank of New York relaxed the provisions of 
Regulation W covering disaster credits. 

% READ HOW some of our members are planning 
to handle new applications for credit from servicemen 
and women after the war—pages 30-31—of this issue. 
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MONTHLY CREDIT STATISTICS 


Culled from Federal Reserve Bulletin of the Federal Reserve System 
' by the Research Division, National Retail Credit Association 
















































































CONSUMER CREDIT outstanding increased by CONSUMER INSTALMENT SALE CREDIT, 
about 50 million dollars during August to an esti- EXCLUDING AUTOMOTIVE 
mated total of 4,933 millions. Nearly all of this {Estimated amounts outstanding. In millions of dollars] 
gain occurred in charge-account indebtedness. DEPART= 
Instalment loans outstanding showed little change | roran, | MENT | HOUSE- ites 
. - END OF EXCLUD-| STORES | FURNI- | HOLD JEW- 
in August and at the end of the month were less soanenen a a: | oun aprii- | stay | OTHER 
than 1 per cent below the year-ago level. For the OR YEAR AUTO- | MAIL- | STORES| ANCE | STORES ee 
second consecutive month, repair and modernization weaned eared 
credits increased slightly and accounted for most of 1,805 469 619 313 120 284 
the change in instalment loans during August. 1,012 254 391 130 77 160 
- : : - . 641 174 271 29 66 101 
Automotive sale credit continued to increase in 
August. Instalment credit based on sale of other 
’ : 688 168 301 64 47 108 
consumers’ durable goods remained at the July level 642 155 286 55 45 101 
but was in considerably smaller volume than a year tH 149 are . + +4 
= gccmre| St] i | a | HI & | 
: ; November__- 160 6 2 
Charge accounts receivable rose 3 per cent in a ogg ty $71 33 $6 101 
August when little change is usual. Accounts out- 1944 
standing at the end of the month were about one- Sonuary...... 576 158 248 24 55 91 
tenth larger than on August 31, 1943. February____| 540 147 236 21 51 85 
Me] | | | OR] | 
. . s 1 i chamautel 141 18 48 
Ratio of Collections to Accounts Receivable eerie 519 | 141 235 16 45 82 
ne June_——--- 515 138 237 15 44 81 
i eisccxaia 502 132 234 14 43 79 
INSTALMENT ACCOUNTS ACCOUNTS August______ 501 133 234 13 42 79 
MONTH . HOUSE- 
DEPART- FURNI- HOLD AP-| JEWELRY DEPART- 
MENT quae |"scsance | sronns MENT DEPARTMENT STORE SALES BY TYPE 
STORES | STORES | ‘crores STORES 
1943 (Percentage of total sales) 
ee 29 21 21 33 62 CHARGE- 
Sa sciettiitciehaeda 30 22 21 34 62 YEAR AND MONTH CASH SALES |!NSTALMENT/! accouNT 
snaeet.. abasien : 3 21 34 62 SALES SALES 
ptember... 1 21 33 62 
October_--——- 87 22 22 37 65 oid. ~ -mamenoets + : 4 
November---| 37 23 2: 39 86° August..----| 62 5 33 
December-_-_-_. 35 22 22 55 63 September_______. 61 5 24 
1944 semen ----------- 61 5 os 
January____- 30 20 22 31 61 ihe nen 61 : 
February--—-| 31 20 22 31 61 OCI enon 6s . “ 
a 36 23 2 34 65 er ‘ 
—....... 31 23 26 28 63 see yenenys ce RERERE es : 33 
eR 33 25 26 30 64 —— 62 4 34 
i ccictaminniai 31 24 28 30 6 ap eeaaamemaesi 62 4 34 
July____---__ 30 23 29 31 61 RARER TE 62 4 34 
ae 34 24 31 30 64 ) sei a 63 3 34 
‘Ratio of collections during month to accounts receivable at July—__-------_- -- 65 4 31 
beginning of month. August_--~~-~~~-~- 64 4 32 





TOTAL CONSUMER CREDIT, BY MAJOR PARTS 


[Estimated amounts outstanding. In millions of dollars] 





















TOTAL TOTAL INSTALMENT CREDIT SINGLE- 
oe aa CONSUMER | INSTALMENT SALES CREDIT aaanei PAYMENT CHARGS SERVICES 
shite CREDIT CREDIT TOTAL \UTOMOTIVE OTHER oe LOANS? pi er es 
ie Rae 2 



































| 
Ractccammad 5,095 2,075 2 688 1.179 
+See 4,883 1,993 838 196 642 | 1.155 
August__._.____ 4,810 1,939 807 190 617 1,132 
September____ 4,909 1,917 786 186 600 1,131 
October___.___ 5,010 1,891 7177 181 596 1,114 
Slices 5,114 1,882 1,104 
pia 5,158 1,939 7 1,123 
1944 1,03 1.498 687 
January______ 4,818 1,836 745 169 576 1,091 996 1,294 692 
February_____ 4,662 1,785 707 167 540 1,078 962 1,218 697 
a 4,836 1,804 696 167 529 1,108 955 1,376 7 
Re: 4,801 1,785 689 171 518 1,096 966 1,346 704 
ee 4,898 1,801 700 181 519 1,101 997 1,39 710 
ilNisanssscadenanda 4,945 1,826 707 192 515 1,119 1,033 1,370 716 
July waited 4,881 1,833 706 204 502 1,127 1,038 1,287 723 
ea 4,933 1.839 711 210 501 1,128 1,035 1,330 729 








‘Includes repair and modernization loans. A revision of repair and modernization estimates was shown on p. 392 of the BULLETIN 
for April, 1944. This revision is preliminary and subject to change. 

7An estimated total of noninstalment consumer loans; i.e., single-payment loans of commercial banks and loans by pawnbrokers. 
by OTE-—National estimates of consumer short-term credit for the period from January, 1929, through August, 1942, were prepared 
by the Bureau of Foreign and Domestic Commerce, United States Department of Commerce, and published in the November, 1942, 
issue of the Survey of Current Busimess with a description of sources of data and methods of estimation. Later estimates, com- 


— — those formerly published by the Department of Commerce, were made at the Board of Governors of the Federal Re- 
serve System. 
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Map of Business Conditions 


The rate of activity in both trade and industry remains 
high, although industrial production is slowly declining. 
The volume of trade is being held up at close to peak 
levels by the large amounts of consumer buying and in- 
creased activity in many of the service industries. A 
considerable part of this increase is due to the usual 
seasonal influences which tend to boost activity during 
the early fall months. Indications are that volume is 
going to remain high for some time yet and possibly for 
the remainder of the year. 


The general average of all business, including both pro- 
duction and trade, is about the same as it has been for 
several weeks at close to 11 per cent higher than a year 
ago. Variations among different parts of the country are 
wide, with business below last year in some sections while 
in others it is around 20 per cent above. These spotty 
conditions can be expected not only while war production 
continues but also when industry is reconverting to peace- 
time operations. 


Business is making the best showing outside the major 
industrial regions and in many places these differences 
are becoming greater. 


In the New England states and along the Atlantic coast 
business is lagging somewhat below the national average. 
The only major exception is the region around New York 
City where activity is showing considerable gains over a 
year ago. The enormous shipments of war materials are 
one significant factor in this excellent showing and these 
will continue at a high rate until the end of the European 
war. 


Throughout the South business is about the same as the 
national average, although in the western section it is 
considerably greater. Other areas of above-average ac- 
tivity are the Middle West and both the extreme north- 
ern and extreme southern parts of the Pacific Coast 
states. The expansion of industry in those regions is be- 
ing kept up because airplane manufacturing and ship- 
building are still going on at practically peak rates. The 
increasing demands of the war in the Pacific will keep 
production up in that part of the country for an indefinite 


year ago... 


Up 8 to 20% 
Up O to 7 % 
E3DownO0 to 5 % 
National Average Up 11 % 





STATEMENT OF THE OWNERSHIP, MANAGEMENT, CIRCULATION, 
ETC., REQUIRED BY THE ACT OF CONGRESS OF AUGUST 24, 
1912, AND MARCH 3, 1933. 

Of CREDIT WORLD, published monthly at St. Louis, Mo., for October 1, 

1944, 

State of Missouri .. 

City of St. Louis § © 

Before me, a Notary in and for the State and county aforesaid, per- 
sonally appeared Lindley S. Crowder, who, having been duly sworn according 
to law, deposes and says that he is the Editor of The Creprr Wortp, and that 
the following is, to the best of his knowledge and belief, a true statement of 
the ownership, management (and if a daily paper, the circulation), etc., of the 
aforesaid publication for the date shown in the above caption, required by the 

Act of August 24, 1912, as amended by the Act of March 3, 1933, embodied 

in section 537, Postal Laws and Regulations, printed on the reverse of this 

form, to wit: 

1. That the names and addresses of the publisher, editor, managing editor, 
and business manager are: 

Publisher, National Retail Credit Association St. Louis, } 

Editor, Lindley S. Crowder St. Louis, } 

Managing Editor, Arthur H. Hert 

Business Manager, A. L. Creighton St. Louis, Mo. 

2. That “the owner is: National Retail Credit Association, 218 Shell Build- 

St. Louis, Mo.; Joseph .H. Riggs, President, Florida National Bank, 
ksonville, Fla.; E. E. Paddon, First Vice-President, Lammert Furniture Co., 

St. Louis, Mo.; H. L. Bunker, Second Vice-President, H. C. Capwell Co., 

Oakland, € ; L. S. Crowder, General Manager-Treasurer, 218 Shell Build- 

zy St. Louis, Mo.; and Arthur H. Hert, Secretary, 218 Shell Building, St. 

i No stock. Official organ of the National Retail Credit Asso 


St. Louis, Mo. 


3. That the known bondholders, mortgagees, and other security holders own- 
ing or holding per cent or more of total amount of bonds, mortgages, or 
other securities are: None. 

4. That the two paragraphs next above, giving the names of the owners, 
stockholders, and security holders, if any, contain not only the list of stock- 
holders and security holders as they appear upon the books of the company but 
also, in cases where the stockholder or security holder appears upon the books 
of the company as trustee or in any other fiduciary relation, the name of the 
person or corporation for whom such trustee is acting, is given; also that the 
said two paragraphs contain statements embracing afhant’s full knowledge and 
belief as to the circumstances and conditions under which stockholders and 
security holders who do not appear upon the books of the company as trustees, 
hold stock and securities in a capacity other than that of a bona fide owner; 
and this affiant has no reason to believe that any other person, association, or 
corporation has any interest direct or indirect in the said stock, bonds, or 


other securities than as so stated by him. 
L. S§. CROWDER, Editor. 
Sworn to and subscribed before me this 5th day of October, 1944. 


; Mary E. Riordan. 
(My commission expires May 18, 1945.) 





Position Wanted 











Assistant Credit Manager of one of largest department 
stores in Southwest desires change. My record speaks 
for itself. Address Box 4112, Crepir Wor .p. 























Business Bulletin 
LA SALLE EXTENSION UNIVERSITY 
A Correspondence Iastituti 
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“Postwar Credits” 
(Beginning on page 8.) 


Carefulness. Much care must be taken in developing 
information and facts. Care must be used by the credit 
reporting bureau and agency in preparation of reports 
and accumulation of pertinent facts. Care must be used 
by the Credit Manager in analyzing these facts. He 
must be careful not to approve credit that is not justified. 
Also he must be careful not to refuse credit that can be 
granted with a reasonable degree of safety. In making 
an investment much care is used in selecting the thing 
in which funds are invested. A careful examination must 
therefore be made in the credit transaction. 

Conditions. The Credit Manager should at all times 
keep informed on conditions of his own immediate terri- 
tory. Likewise he should be informed on the conditions of 
the nation and also the world. We have learned in this 
war that we are not sufficient unto ourselves. This is a 
“Global War.” And we as credit granters should be 
informed on conditions at large. Conditions of agricul- 
ture, employment, labor, capital—all these reflect on 
credit structures of business and individuals. What are 
the moisture conditions? What are the market prices? 
What are the food and clothing needs of the world? 
These are necessary to know in order that we can 
determine what the conditions of agriculture may be. 
How many people are out of work? What new con- 
struction jobs are under way? How many new homes 
are being built? What defense plants are reducing their 
output? How much civilian production will be needed ? 
These and many others are necessary thoughts to bear 
in mind as to the conditions of labor. 


Credit Analysts in the 
Postwar Era 


When we analyze all the conditions of the necessary 
structures of our economic system we are better able to 
analyze conditions as to firms and individuals. 

The Credit Manager should have a sound knowledge 
of accounting, he must be able to deal with personnel 
and industrial relations problems. He must be sales 
minded. Sales problems and conditions should be dis- 
cussed with him. 

Credit Managers in the postwar credit era must be 
truly “Credit Analysts.” And they must have in addi- 
tion to the time-worn principles of credit, “Character, 
Capacity and Capital” these others which will be neces- 
sary and essential for proper extension of credit and the 
safeguard of his company. 

“A Sacred trust ye bear; lift it, look upon 
it, and treasure it as a priceless gem.’ 

If as credit analysts we have the suggested tools with 
which to work and use them wisely and with skill, we 
shall truly have the perfect “Thermo-weld of postwar 
credits.” 
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SUCCESSFUL 
CREDIT 
DEPARTMENT 
LETTERS 


VOLUME Ill 








In this newly prepared Volume, we 
have gathered together a selection of 
letters and forms written for special 
purposes but which can easily be 
adapted to other businesses. 


With increased responsibilities and 
the manpower shortage there is less 
time these days for the busy Credit 
Manager to sit down and write that 
difficult adjustment, good will or 
perhaps “trying” collection letter. 
Here is your opportunity to secure a 
practical, up-to-date booklet containing 
173 excellent examples of credit 
department letters and forms of all 
types, among which are: 

e Account Solicitation 

@ Collection 

e Declining Account 

e Adjustment 

e@ Credit Sales Promotion 

e@ Inactive Account 

e@ Good Will 

e@New Account Acknowledgment 
e Account Solicitation 


Many of these are seasonal, others tie 
in with anniversaries, etc. A letter for 
every purpose. 


Only $1.00 to members—$1.50 to 
non-members. 


BE ONE OF THE FIRST TO 
ORDER A COPY! 


NATIONAL RETAIL CREDIT 
ASSOCIATION 
Shell Building + + St. Louis 3, Mo. 
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Gan You Valuate Accounts Receivable? 


CARL N. SCHMALZ’S concluding article 
in the oi Crepir Wor tp, he emphasized 
that the proper function of the credit man should 
be the protection of the firm’s asset—the accounts 
receivable. 

If any of us had been called into the office of 
the President of our Company and asked to give 
a proper valuation to the accounts receivable 
ledger of an opposition firm, for which our 
organization was negotiating, ‘could we do an 
efficient job? Could we give an accurate figure 
that would be neither so low as to discourage 
negotiations, nor so high that our Company 
would lose money? Merchandising Managers 
can give an accurate inventory figure for stock 
taken over in this manner. Truly, if we are as 
efficient credit managers as we think we are, we 
would be able to appraise accounts receivable 
ledgers with some accuracy. 

In October, 1943, the answer to this $64.00 question 
was requested from our President. The following is a 
description of what was done and the results obtained. 
There is no intention of writing as an authority on 
the subject. The description is being given with the 
hope that other credit men of greater experience will 
criticise and make suggestions, so that if any of us are 
ever in the same position, we will have some authorita- 
tive guides. 

In this particular business, the owner had died and 
the estate wished to sell. Our Company was anxious 
to increase our business. The estate wished us to take 
over all or a major portion of the accounts receivable. 
There was no wish to act as a collection agency, so 





R. J. O HAGAN is Man- 
ager, Credit Sales Depart- 
ment, Chapples Ltd., Fort 
William, Ontario, Canada. 
He is a graduate of Loy- 
ola College, Montreal. He 
has been a branch manager for a brokerage 
house and purser for Canada Steamship Lines. 
He was a director of the Lakehead Credit Bu- 
reau of Port Arthur and Fort William, and 
during 1942-43 he took an active interest in the 
formation of the Credit Management Division 
of the Canadian Retail Federation. 
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our name had to be kept in the background. Still it 
was necessary to take over some or all of the accounts 
in order to make the purchase. 

An analysis had to be made of the accounts. A num- 
ber of work sheets were printed for the contracts. They 
were headed as follows: Name and Address, Credit 
Rating and Opinion, Time to Run, Registered, Un- 
earned Interest, Months Past Due, Amount Past Due, 
Balance, Remarks. 

Each agreement was checked with the ledgers to see 
if it balanced and the information on the analysis sheet 
filled out. The Contract analysis was merely a matter 
of totalling the various columns and examining the 
original application. ‘The Charge accounts were aged 
and the original credit applications checked. Merchan- 
dise on Layaway was checked for value and length of 
time held. 

Successful Collection Procedure 

The Charge Accounts were not considered at all— 
the customers were unknown and no credit applications 
had been taken. The Layaways were not taken over as 
accounts, but were considered as part of the merchandise 
inventory, as they were not completed sales. However, 
the Contracts were the only accounts that did represent 
merchandise with the ownership retained. ‘Their past- 
due portion was subtracted from the contract balance 
and the recommendation was that seventy-five per cent 
of the remainder should be the largest amount advanced. 
The successful collection of this amount was based on 
two factors: 


1. The firm’s name and the original staff should be 
left unchanged during the collection effort. 


Times were good in the community and there 
was every probability that they would remain 
so; at least until our portion of these accounts 
was collected. 

The amount proposed was not sufficient and our 
President subsequently asked for an analysis from 4 
different angle. He asked us to forget how long past 
due the various contracts and charge accounts were, but 
to use our judgment in dividing them into two classifica- 
tions: Accounts making regular payments; and_ those 
showing definite collection difficulties. Contract analysis 
sheets were headed as follows: Name and Address, 
Unearned Interest, Amount Past Due, Balance, Re 
marks. All contract accounts making regular monthly 
payments and all up-to-date charge accounts were taken. 

To complete negotiations, our President finally took 
a chance and ninety-one per cent of all accounts, rep 
resenting eighty per cent of the total balance shown on 
the second list of recommended accounts, was given to 
us for collection. This eighty per cent represented ovet 
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double the amount originally recommended. Its collec- 
tion did not look particularly easy. 

The firm’s name and staff were both left unchanged. 
During the entire collection effort our own staff did not 
appear at all. This applied both to letters and telephone 
conversations. 


A registered letter was immediately sent out to four 
different account classifications: Contract Accounts 
up-to-date, Contract Accounts partially past due, Con- 
tract Accounts all past due, and Charge Accounts. 
With slight variations, the letters followed the general 
lines of the sample given below. These letters were 
signed by the original firm’s auditor. 


VERIFICATION LETTER 
For Contract Accounts All Past Due 
JOHN JONES ESTATE 
Mrs. F. C. Smith 
625 South Marks Street 
Fort William, Ontario 


Dear Mrs. Smith: 


As shown by the books of this estate, you owe $50.00 
as of November 6—all past due. 

This Company is being liquidated immediately. 
Please get in touch with________________ at the old 
business address, 350 Victoria Avenue, AT ONCE. 
Thank you. 


Yours very truly, 
Auditor. 


These letters proved very effective and resulted in a 
great number of accounts being paid off and definite 
arrangements being made on practically all the others. 
The few who did not make definite arrangements were 
contacted by telephone. 


A regular follow-up system was installed for contract 
and charge accounts. Two regular form notifications were 
sent out and then those accounts left unpaid were sig- 
nalled for the Credit Manager’s attention. A combina- 
tion of telephone calls and personal letters followed on 
the accounts showing special collection difficulty. 

The results were rather astonishing. In one month’s 
time forty-five per cent of the amount advanced was 
collected. At the end of five months the full amount 
advanced was collected. 


Collections were good for the following reasons: 
Times were good, accounts though unknown were mak- 
ing regular monthly payments, the terms were relatively 
short, the collection follow-up was continuous and very 
close, and the original staff and the name of the firm 
was unchanged during the collection period. 


The Value of Accounts Receivable 

While the actual results were excellent for the man- 
agement and the Credit Department, still the original 
analysis was very unsatisfactory in that it did not give 
the true valuation of the accounts receivable with any 
degree of accuracy. 

The different factors taken into the original analysis 
were possibly sufficient. There did not seem to be any 
point in listing occupations, as the length of the con- 
tracts was very short and it would have made little 
difference whether the source of income was from a 
war industry or not. 

Proper weights could possibly be given to each factor 
analyzed. ‘The credit opinion could be given its proper 
weight. A graduated weight would have to be worked 


out on the terms granted—accounts would be of lower 
valuation the longer the terms. Legally, if the agree- 
ment form was not registered in the Province of Ontario, 
accounts would certainly have to be looked at in a very 
unfavourable light, especially if combined with an un- 
favourable credit bureau report. The amount past due 
relative to the total balance should also receive its proper 
weight. Possibly all the factors taken into considera- 
tion in the original analysis could be weighted with some 
degree of accuracy. 

However there seem to be a number of imponderables 
that are very difficult to valuate with any accuracy: 


1. Economic conditions—whether conditions in the 
community are good or bad and whether they 
would be subject to a very quick change in the 
near future. 

2. A difference in the credit policy of the two firms 
involved might make collections difficult. 

3. An immediate change-over in name and collec- 
tion personnel would have a very serious effect 
on the value of the accounts. 

There is no desire to write as an authority on this 
subject. The description brings into sharp relief the 
success of the actual collection effort and the total failure 
of the original attempt to valuate the accounts receivable. 

Have any of you any facts or ideas on the subject? 
We as credit managers should be able to do an efficient 
job,in making such an analysis. Management has a 


right to expect this of us. Your comments, criticisms 
and suggestions will be looked forward to with interest. 
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TESTED CREDIT AIDS 


ALL AMERICAN INSERTS 
la. Unforgiving Minutes 
1b. Let’s All Do Owr Part 
Prompt payment stimulators with an 
“all out for Victory’’ theme. 
& REGULATION W INSERTS 
2a. What the Government Charge Ac- 
count Regulation Means to You 
2b. Your Charge Account 
Send No. 2a to all your charge cus- 
tomers; No. 2b to overdue accounts, 
CONSERVATION INSERT 
38a. Are You Doing Your Part? 


Increases charge sales and reduces 


returns. 5 0 0 
COLLECTION INSERT 


4a. We Have Your Name im This 
*‘Who’s Who’ 
Ties in with the Credit Bureau. 
Will bring in reluctant dollars from 
slow-pay accounts. 
CREDIT FORMS 
5a. Charge Accownt Conversion Agree- 
ment 


For use when converting charge ac- 
counts. 


5b. Guarantee and Waiver Form 
5c. Waiver Form 
Nos. 5b and 5c for use under Relief 
Act. 
COMBINATION OFFERS 
6a. The Layman’s Handbook of Regulation W and 
The Soldiers’ and Sailors’ Civil Relief Act. 
Both for $1.00 
6b. Successful Credit Department Letters, Volumes 2 
and 3. Both for $1.50 
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National Retail Credit Association 
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Aeceounts of Servicemen 


Recently we wrote 76 department, furniture and spe- 
cialty store members asking the following question: 
How are you planning to handle the application of the 
serviceman and woman who have had no previous credit 
experience, but who need credit to become established 
after their return? 
Some of the 35 replies follow: 
xk 
Birmingham, Ala.: In considering the application 
of ex-servicemen, credit managers should give serious 
consideration to the employment connection where no 
previous credit has been established. As the Govern- 
ment is providing bonuses, discharge pay, and unemploy- 
ment compensation, the retail merchant should not feel 
that he owes these people any charity insofar as exten- 
It should be based entirely 
on the individual merit of each case. 
xk kk 


sion of credit is concerned. 


Los Angeles, Calif.: We will, no doubt, continue 
to be cautious as previously, and would extend credit on 
previous character references as well as present employ- 
ment and health. 

xk 

Oakland, Calif.: If the applicant’s background 
presents moral responsibility, every consideration will be 
shown the returned serviceman or woman in helping him 
or her secure needed civilian merchandise. 

kk 

San Francisco, Calif.: Each case would be de- 
cided on its merits based on the information contained 
in a complete application plus a written report from the 
credit bureau. I believe such applicants should be in 
a position to meet the new obligation when due. The 
same rules that apply ordinarily would govern our de- 
cision in all such cases. 

xk 

Denver, Colo.: We will ask our credit bureau for 
a report on returning servicemen who ask for credit. If 
he has a substantial family background and seems to be 
a man of good character with prospects of profitable 
employment, we will extend credit of limited amount to 
help him get started. The chance we take will be off- 
set by the good will and future business we will obtain 
from these men. 
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Denver, Colo.: Each individual case would be 
handled on its own merits at the time the application is 
made. If the present anticipated legislation passes, re- 
turned soldiers will not need much credit. 

: oS 

Washington, D. C.: We intend to find out their 
former home address and get a credit report on them 
showing their credit record prior to their entry in the 
service. The war will change a few of them, but the 
majority will still be, from a credit standing view, the 
same as when they went into the service. 

xk 

Atlanta, Ga.: ‘There is no reason why the serv- 
iceman and woman should not meet the usual require- 
ments establishing credit on returning to civilian life. 
Each case should be dealt with on its individual merits. 
The kind of work, profession, trade or business they get 
into as civilians and the background of the individual 
should be the controlling factors. 

2 @ 

Atlanta, Ga.: Our extension of credit will be 
based exclusively on information secured regarding em- 
ployment, income and character. Where a considerable 
amount of credit is requested they will be able to make a 
substantial deposit if present mustering out pay plans 
are followed. * 

xk kt 

Chicago, Ill.: 1f the serviceman is returning to 
the same job, or a better one with the same company, 
and assuming that his previous record was satisfactory, 
we will not hesitate in opening an account. We will not, 
however, offer a returning serviceman, as such, an ac- 
count even if limited to necessities. The G. I. Bill, to- 
gether with bonus plans, will give the returning service- 
man a nice sum of money and he will not need or want 
much credit. 

xk kt 

Chicago, Ill.: We feel that each case must be 
handled on its own merits, taking into consideration the 
circumstances applicable in each instance. Those who 
show an inclination to rehabilitate themselves, should 
be given every consideration to establish their credit. 
While every effort should be made to be helpful, no 
deviation should be made from established credit policies, 
and each extension should be based on a _ potentially 
sound financial background. 
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Indianapolis, Ind.: Many things will have to be 
taken into consideration, family connection, former posi- 
tion, business tie-ups, etc. We will maintain a friendly 
attitude, a spirit of cooperation. Even though they are 
not situated definitely in a position or business, we would 
very likely extend a limit, or hold the credit to a mod- 
erate amount until developments in their financial affairs 
would justify an increase in the monthly credit. 
xkxkk 
Des Moines, Ia.: Probably the large percentage 
ot ex-servicemen and women with whom we open ac- 
counts after the war will be those with whom we have 
previously dealt and this will to a great extent mini- 
mize the problem. 
x*x*k 
New Orleans, La.: We shall handle them as we 
handle all similar applicants for credit accommodations 
in civilian life. Whenever the situation warrants our 
doing so, we ask the applicant to secure a guarantee that 
must be signed by a person whose position and credit 
experience is acceptable to us. 
xk*k 
Minneapolis, Minn.: We would handle them the 
same as anyone in opening a new account. We would 
require that they have gainful employment or some 
source of income outside of possible dole or unemploy- 
ment compensation. ‘The family background would be 
considered. Our experience following the last war with 
those receiving government compensation is that we 
would be extremely careful of any not employed. 
zkx*k 
Kansas City, Mo.: The application for credit of 
the serviceman or woman will be handled the same way 
as we handle any other application. As they have had 
uu previous credit experience, we will be compelled .to 
pass upon the application without possessing the impor- 
tant item of paying habits. Since we will not have this 
information to guide us, then character becomes all im- 
portant. We will secure information as to last employ- 
ment previous to going into service, or if unemployed, 
the name of the school in which they were enrolled, and 
their family connections. This is all secured for the 
purpose of determining environment and character. We 
will secure a complete credit report from the credit 
bureau in the city of their last residence prior to going 
into service, not only to verify the information given 
to us by the applicant, but also to secure whatever ad- 
ditional information the credit bureau will have in file 
or can develop for us. 
xk 
St. Louis, Mo.: Servicemen and women should be 
entitled to credit within reasonable amounts after they 
have returned from the service and have secured a posi- 
tion in civilian life. We should help these people but 
not in such a way that it would be a hindrance. Credit 
executives should be liberal in extending credit just so 
long as we know that when granted it can be handled 
by the applicant without placing too much strain on 
his income. 
xk*x*k 
Omaha, Neb.: If the serviceman or woman has 
never had an account, we will hesitate to extend credit 
unless they can furnish some satisfactory references and 
check as to their background and general habits. We 
will not open our books to everyone just because they 


have been in the service. It will be necessary to con- 
tinue to use good judgment and have a definite under- 
standing as to terms and the limit of the account ac- 
cording to income. 

xk 

Camden, N. J.: Each case would be handled on 
its own merits depending largely on the general business 
conditions at the time and the possibilities of each case 
for permanency of employment. 

xx*e 

New York, N. Y.: We expect to grant credit to 
all servicemen and women, who, prior to their induction 
into the armed forces, had a satisfactory credit back- 
ground, and who have sufficient source of income at the 
time of application, or in contemplation in the very near 
future. We feel that the matter of rendering assistance 
to servicemen and women in the postwar period is an eco- 
nomic problem of the government, and that it would be 
dangerous to adopt too broad a policy which would per- 
mit the extension of credit to all returning service per- 
sonnel, regardless of their background or prospects. 

z= 2? 

Cleveland, Ohio: We will consider each appli- 
cation on its merit and if they are of good character, 
have earning capacity and a job, they will receive favor- 
able consideration. When the customer is able to qual- 
ify purely from a moral standpoint and being employed 
recently, we will suggest that they have some one en- 
dorse the account. 

=z @ 

Providence, R.1.: We will treat these the same 
as we would any new applicant and if the information 
our interviewer obtains is not sufficient, we would then 
obtain a credit report. We do not see why there would 
be any difference than any other applicant who wishes 
to establish credit. 

: 2 2 

Dallas, Texas: ‘The returning serviceman would 
be treated in the same manner as any other applicant; 
that is, if no credit had previously been used, and the 
individual had ability and character background, he 
would be extended a line of credit in keeping with his 
ability to pay. 

Se 2 f 

Dallas, Texas: We have the same problem in the 
case of young men and women coming out of school and 
just entering business life. Each case should stand on 
its own merits, and the credit man must make a decision 
for the benefit of his firm as well as the prospective 
customer who has returned from the armed services. It 
should not be any real problem. 

xkx«e 

Ogden, Utah: We anticipate no change in our 
policy of extending credit to individuals. All accounts 
are opened on the basis of past credit experience. If any 
deviation from this policy were to be made, it would be 
on an individual basis. 


x** 

Milwaukee, Wis.: These will be treated like any 
new account. Consideration will be given to the past 
record as a means of judging character and capacity to 
pay. In many cases, it will be necessary to grant credit 
before servicemen secure positions. We expect to meet 
this problem on a basis of the record established by the 
man before going into the armed service. 
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EDITORIAL COMMENT 





Wae carxisument pini— 
H.R. 2985—is now before the 
Senate Judiciary Committee 
as a result of the action of the 
Sub-Committee on September 
18, reporting the bill to the full 
Committee but with an amend- 
ment exempting salaries of 
$3,000 and under. Newspa- 
pers have carried stories to 
the effect that the report of 
the Sub-Committee was unani- 
mous, but I have reason to 
doubt the accuracy of such 
statements as to such unanim- 
ity. 

Every day records objec- 
tions to the proposed $3,000 
amendment and even as to any 
exempting amendment; still 


the action of the Sub-Commit- 
tee in reporting the bill to the 
full Committee has its favor- 
able aspects. 


They are that 
the full Committee took no ac- 
tion on the report and that the 
bill is now pending in the full 
Committee—a step upward 
and something gained. 
Through Constitutional limita- 
tion, the life of this Congress 
expires January 3, 1945, and 
may even cease before then 
through joint Congressional 
action. This is an adverse 
factor because it may throw 
the bill over to the next Con- 
render reintroduction 
necessary and a hard fight all 
over again. 

What, then, should the pro- 
ponents of the bill do? It 
would be desirable to amend 
H.R. 2985 by providing that 
the writ of garnishment should 
be served upon the disbursing 
officer paying the debtor’s sal- 
ary as provided in the original 
draft which I prepared for in- 
troduction in Congress, and 
not upon the head of the De- 
partment where the debtor is 
employed or an official or em- 


gress, 


Garnishment 


Its Status 


mer 
R. PRESTON SHEALEY 


ployee designated by him, as 
contained in the bill when it 
passed the House. However, 
since the time is short, a con- 
ference of the two houses, 
which would probably come 
about if the Senate passed the 
bill in amended form, is to be 
avoided if possible. 
Prolonged debate over the 
bill in Committee or on the 
floor of the Senate or in a con- 
ference would impair what 
chances exist for passage at 
this session. For these rea- 
sons, it is suggested that mem- 
bers, through leaders or per- 
sonal contacts of firm repre- 
sentatives who are well known 
to their Senators, write urg- 
ing their support with the Sen- 


ate Judiciary Committee for 


prompt report and passage of 
the bill in the form it passed 
the House. It will be recalled 
that in the form the bill passed 
the House, State exemptions 
are preserved and no attempt 
made along the line of salary 
exempting amendments. 

Why is the salary exemp- 
tion objectionable? In _ the 
language of a small business 
association writing to the Sen- 
ate Judiciary Committee pro- 
testing the amendment: ‘‘We 
strongly support this measure 
in the form passed by the 
House and we can see no good 
reason why such an amend- 
ment should be adopted. The 
bill preserves State exemp- 


tions but the proposed amend- 
ment would substitute for 
State exemptions a Federal 
enactment on the subject. Con- 
ditions vary in the several 
States, hence the different | 
State statutes relating to ex- 
emptions.’’ 

A leading merchant, writing } 
to the Senators from his State: 
‘*T earnestly request that you 
use your influence to the end 
that when Congress reassem- 
bles November 14, H.R. 2985 
may be favorably reported 
promptly to the Senate and 
passed by that body before ad- 
journment in the form in which 
it passed the House.”’ 

There are other, and per- 
haps more cogent reasons, 
which would render the bill, if 
enacted with the amendment 
proposed, of little value. It 
would serve as a bad example 
in States where movements 
may be now, or hereafter, un-] 
der way to change State gar- 
nishment statutes, and it is 
even thought that the effect on 
the masses of the country 
would be prejudicial to our na- 
tional economy. Some might 
construe a Congressional en- 
actment exempting salaries be- 
low a fixed level as a pro-j 
nouncement from Congress 
that they need not pay their 
bills if their wages or salaries 
were below that level. 

The action of Congress 
many times forms the pattern 
of State legislation and, there- 
fore, it is all important that 
Federal legislation be sound 
and fair in every respect. This 
is particularly true in the mat# 
ter of this garnishment bill 
and, therefore, it is becoming 
increasingly important that 
business give its earnest an 
continuing support to thi 
measure. 
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